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“What I think about my husband’s job” 


When New England Life agent, Dave Flagg, 
interviewed a friend about coming into the life 
insurance business, the friend’s wife had some 
doubts. So Dave asked his wife, Carole, to talk to 
this prospective agent’s wife. Carole jotted down 


the notes 


printed from a recent issue of “The Pilot’s Log.” 
The New England Life company magazine.) 


Caro_e T. FLAGG 


Life insurance selling is one job in which a wife can 
help her husband. When the office staff is unusually busy, 
I help David with his typing and some of his other paper 
work. A wife can find prospects in the newspapers, jog her 
husband’s memory about calling certain people, prepare 
his direct mail cards — lots of small things that let your 
husband know that you are interested in his work and are 
“on his team.’ 


There are no long periods when the husband is away 
from home traveling for the company. A wife sees her 
husband every night (sometimes late, yes, but neverthe- 
less every night) and every morning. 

It is a business in which a wife can really be a helpmate 
by taking an interest and by standing by in time of need 
with a word of encouragement. 


In what other business could a man achieve a substan- 
tial salary in three to five years’ time? 

If your husband likes selling, he'll find that it’s the 
highest paid salesmanship in the world! A life insurance 
salesman is not an “order taker.” 

As a long term job, it can’t be touched. Each year gives 
you more security. No one can fire you. You will never 
be without a comfortable income once you build up your 
clientele and thoroughly master the business. Commis- 
sions are also paid on business that stays in force and this 
automatic income every month prevents the up-and-down 
income common to salesmen in other businesses. 


Your husband will have the finest agency in the country 
behind him to train and help him become successful. They 
will stick with him and help him over the hurdles. If the 
agency doesn’t think Joe has the qualities to become suc- 
cessful, they certainly wouldn’t be interested in him. 

There is an esprit de corps among life insurance people 
the way there is among the Marines, because those that 
make the grade really have something to be proud of — 
and it takes a good man to make it. 


Wher I say a ‘‘Good Man’’ I mean one who has the 
qualities of stick-to-it-iveness and persistence, patience, 
ability, and optimism to succeed. Many fall by the way- 


below to use in her interview. (Re- 


Davip C. FLace 


side not because they didn’t have the ability to sell life 
insurance, but because they gave up too soon. It takes a 
stout heart to stick out the slow times of learning the 
business, knowing that one day, maybe tomorrow, the 
tide will turn. The law of averages prevails — if you see 
enough people, you are bound to sell. 

A life insurance man is independent and on his own 
initiative. He doesn’t come or go by a buzzer or punch a 
time clock. The sky is the limit on earnings and he is his 
own pilot. 


The business is great because when you do succeed, 
there is no finer feeling of accomplishment and satisfac- 
tion at having overcome many obstacles and been 
victorious. 

The most worthwhile things in life are often the most 
difficult to obtain. Therefore, although this business is a 
rough one at times, the rewards are great. 


If you make the regional conventions and the Leaders 
convention, they are so terrific that they spur you on to 
bigger and better things. Last year the Leaders Convention 
was in Sun Valley. 

You meet wonderful people. You make lasting friend- 
ships. You have the knowledge that you are doing people 
a real service. 

Most successful salesmen prefer to give 100% of their 
time to selling, but further advancement is possible if one 
proves to have ability as a trainer. A supervisor has good 
pay, no traveling, and works with men. He may even 
become a general agent and develop his own group of 
salesmen. 
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One of the Nation’s Strongest By Any Standard of Comparison 








NO OTHER COMPANY LOCATED IN OUR TERRITORY 


OFFERS SUCH COMPREHENSIVE FACILITIES | 





STILL EXPANDING 


In Equipment, Manpower, Territory 


®@ OPPORTUNITY—For men, now active, under age 45 as 
Regional Supervisors or General Agents with liberal and 
attractive General Agents’ contracts. Salary, commissions, 


expenses, ince:tive bonuses. 


@ COMPANY—Over $129,000,000 Life Insurance in force. 
Over $1,200,000 Accident and Health Premiums. Ratio 


assets to liabilities 116%. 


@ EQUIPMENT—Complete Kit—Par and Non Par Life 
... Accident and Health . . . Group. 


e TERRITORY—Ark., Colo., N. Dak., S. Dak., Hawaii, III., 
Ind., Ia., Kans., Minn., Mo., Neb., Okla., Ore., Utah, Wash. sg 


FOR DETAILS WRITE WYLIE CRAIG OR BENNETT TAYLOR, VICE PRESIDENTS 


NATIONAL FIDELITY LIFE INSURANCE COMPANY | 


He vari KANSAS CITY 6, MISSOURI 
AY: W. Ralph Jones, President 
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Over N.Y. Ruling 
on Welfare Funds 


Exemption Of Plans From 
insurance Law Regarded as 
Hazardous to Beneficiaries 


By ROBERT B. MITCHELL 


NEW YORK—Attorney-general Ja- 
vits of New York has ruled that the 
insurance operations of trusteed union 
welfare funds are exempt from regu- 
lation under the New York insurance 
law. However, some leading group in- 
surance executives are convinced that 
the attorney-general has handed down 
an erroneous ruling, which the courts 
will reverse. 

At least one major company has in- 
Gicated it will go to court to endeavor 
to upset the ruling. 

Many millions of dollars of group 
premiums will be lost to insurance 
companies if the Javits ruling holds up 
but loss of business is not all that 
bothers the insurers. They are much 
concerned at the’ prospect of millions 
of workers being covered by plans that 
are without guarantees of benefits, 
that are accountable to regulatory au- 
thorities only sketchily if at all, and 
are subject to arbitrary withholding or 
scaling down of benefits. As investi- 
gation has disclosed, funds of some 
unions were so depleted by improvi- 
dent management and investment that 
benefits had to be reduced substan- 
tially. 

e e e 

If the result of the Javits ruling 
should be that self-insured welfare 
plans escape premium taxation, the 
revenue loss to New York state could 
amount to several million dollars a 
year. Moreover, this factor of cost in 
insured plans would place the insur- 

(CONTINUED ON PAGE 20) 


Court F ight Looms 


Efforts to Purchase 
NW Nat'l Stock 
Continue, But Slower 


Efforts to buy Northwestern Na- 
tional stock continued this week in 
Minneapolis with at least three dif- 
ferent groups still competing to buy 
shares at $103.50 each. However, mar- 
ket activity for the stock this week 
appeared to have slowed down some- 
what. Competitors for Northwestern 
stock include Dallas Union Securities 
Co., Nationwide Corp., and a group of 
Minneapolis citizens who are backing 
Northwestern National management 
in its fight to retain control. The citi- 
zens’ group is continuing its offer to 
buy stock at $103.50 a share for an 
indefinite time through its escrow 
agents, Northwestern National Bank 
and First National Bank, both of Min- 
neapolis. 

Dallas Union Securities is acting in 
behalf of Great Southern Life which 
wants to buy enough Northwestern 
National stock to gain control of the 
company. 


Meanwhile, Dallas Union Securities 
and Life Insurance Investors, Inc., 
Chicago, are trying to get mailing lists 
of Northwestern stockholders. It is un- 
derstood that Dallas Union Securities 
wants a list so it can solicit policyhold- 
ers and disseminate other information 
to them. Life Insurance Investors, one 
of the largest stockholders in North- 
western National, claims it wants a 
list of all stockholders so it can find 
out what other holders intend to do. 

Judge Brand in Hennepin county 
district court at Minneapolis last week 
turned down petitions for a peremp- 
tory writ from Dallas Union Securi- 
ties and Life Insurance Investors, 
which, if granted, would have meant 
that Northwestern would have had to 
give its stockholders’ list to these two 
companies right away. As it stands 
now, jury trial has been scheduled for 
Jan. 14 in Hennepin county district 

(CONTINUED ON PAGE 20) 








Late News Bulletins... 








Chicago Firm Drops Suit Against NW Nat'l. 

Life Insurance Investors, Inc., Chicago, one of the largest stockholders of 
Northwestern National Life, has dropped its suit against Northwestern, there- 
by abandoning an attempt to get a list of Northwestern stockholders. A jury 
trial in the case had been set for Jan. 14 in Hennepin county district court at 


Minneapolis. 


A notice of dismissal of the suit sent by Life Insurance Investors to the 
clerk of the court at Minneapolis said it was useless for the Chicago company 
to pursue the case because even if it won, such a victory would come ioo 
late to be of any value. Northwestern’s annual stockholders’ meeting is Jan. 28. 

Meanwhile, a similar court action by Dallas Union Securities Co. still is 
expected to come to trial Jan. 14. The Dallas company, acting in behalf of 
Great Southern Life, seeks the Northwestern stockholders’ list so it can 
solicit holders and disseminate other information in an effort to buy control 
of Northwestern. Life Insurance Investors has claimed it has no interest in 
control but, as a large stockholder of Northwestern, was interested in com- 


municating with other stockholders. 


Standard of Oregon Names New President 

Garnet E. Cannon, executive vice-president of Standard of Oregon, will be- 
come president of the company, effective Jan. 1, succeeding W. P. Stalnaker, 
who retired. Mr. Cannon’s promotion came following action by the company’s 


board of trustees. 





La. Tightens Reins 
on Holding Companies; 
Investigates Three 


Louisiana Insurance Commission 
and Banking Department are currently 
investigating three insurer holding 
companies. Neither department would 
identify the holding companies, but 
said law violations clear cut enough 
to press criminal charges have not 
arisen in any case. Both departments 
have attempted to place tighter con- 
trols on the formation of the holding 
companies. 

e e e 

All applicants for the organization 
of new holding companies which in- 
tend eventually to establish an insurer 
are first screened by Commissioner 
Hayes and must then present three 
leiters of recommendation to Banking 
Commissioner Jeansonne. Both de- 
partments are holding applicants 
strictly to the law. 

The growth of holding companies 
has been so great in past months that 
in one case a person became principal 
officer in five holding companies, all 
chartered in a single month, for a total 
investment of $4.75. The five compa- 
nies were trying to charter a life in- 
surer. 





Ala. Assn. Asks Strong 


Law on Qualifications 


Officers of Alabama Assn. of Life 
Underwriters have given top priori- 
ty to seeking passage of a _ strong 
agents’ qualification law in the state. 
The officers have been on record as 
advocating such a law since the state 
convention in June. They now seek to 
implement passage of legislation. 

Plans also are being made for mem- 
bership promotion, insurance institutes 
and the state convention June 21-22 at 
Tuscaloosa. 





Connecticut General Life has moved 
its Philadelphia branch to.the 29th and 
30th floors of the Philadelphia Saving 
Fund Society building from the Phila- 
delphia National Bank building. 








Decor reminis- 
cent of half a cen- 
tury ago was very 
much a feature of 
the buffet dinner 
at the golden an- 
niversary of Life 
Insurance Assn. of 
America at New 
York. Shown here, 
from left, Presi- 
dent James A Mc- 
Lain of Guardian 
Life, who was 
chairman of _ the 
program commit- 
tee. Mrs. McLain; 
Raymond A, 
Burke, vice-presi- 
dent of North 
American Reas- 
surance; and John 
V. Bloys, assistant 
general counse! of 
LIA, who had 
charge of putting 
on the dinner and 
entertainment. 


60th Year, No. 51 
December 21, 1956 
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Crystal-Gazing and 
Nostalgia at LIA's 
Golden Anniversary 


Buffet Dinner in 1906 
Setting Contrasts with 
Sessions on Coming Trends 





By ROBERT B. MITCHELL 


NEW YORK—A buffet dinner with 
decor and entertainment reminiscent 
of half a century ago provided the go!l- 
den anniversary meeting of Life In- 
surance Assn. of America with a nos- 
talgic contrast to its two days of ses- 
sion intensively devoted to problems 
of the present and future. 

The buffet dinner, with its cleverly 
simulated atmosphere of 59 years ago, 
its mustached sleeve-gartered waiters, 
its “fashion show” of gowns of the 
period, and exhibits of life insurance 
mementoes, brought home vividly how 
very long ago was the founding of 
LIA—then called the Assn. of Life In- 
surance Presidents. 

The dinner was a special event. Or- 
dinarily there is a reception but no ! 
dinner the evening of the first day of 
the LIA meeting. 

By the next morning, however, the 
meeting’s focus had turned from the 
past to the future, as a 5-man panel 
undertook to analyze the sources from 
which tomorrow’s leaders in the busi- 
ness will come. The emphasis was not 
on what kind of training or experience 
is best but rather how to foster the 
kind of ability that all companies need 
in their top jobs. 

Life insurance members of the panel 
were President Thomas A. Bradshaw 
of Provident Mutual and President 
Herace W. Brower of Occidental of 
California. Other panelists were Pres- 
idents Roy Larsen of Time, Inc., and 
Walter H. Wheeler Jr. of Pitney- 

(CONTINUED ON PAGE 20) 
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Evaluaie Strength, 
Weakness; Then Set 
Goal, Says Learson 


If there is any ‘first principle’ in 
modern management, it is to evaluate 
company strength 
and weakness and 
then design a pro- 


gram of _ action 
which can be ob- 
tained reasonably 


to the ultimate im- 
provement of the 
enterprise, Rich- 
ard J. Learson, 
vice-president for 
module operations 
of Mutual of New 
York, told 125 
members of Soci- 
etv of Life Office Management Assn. 
graduates at their quarterly dinner 
meeting, held at Mutual’s home office. 

The life insurance business wanted 
volume in the 1920s, just as it does in 
the ’50s, but it did not know then 
how to measure its costs. The indus- 
try wanted volume then in order to 
grow. It seeks volume today to keep 
costs down or level, and it knows how 
much it must get, Mr. Learson said. 

“They wanted better interest | re- 
turn to improve dividend illustrations. 
We want it only incidentally for that 
purpose. We know now how tough 
any dividends are without it, and that 
failure to maintain dividends can ruin 
a necessary growth pattern, and that 
a quarter of 1% interest differential 
in the current competitive race can 
mean the difference between success 
and being an also-ran,” he added. 

. e 7 

He listed these important transi- 
tional periods in the history of mod- 
ern management: From the end of 
World War I to the bank closings. of 
1933, when new concepts being devel- 
oped by some corporations went large- 
ly unnoticed by the insurance busi- 
ness; the depression years and World 
War II, when life insurance reevalu- 
ated its premises and put together a 
coherent program for rebuilding; and 
the current era after the war, when 
manpower became available and man- 
agement began the drive for growth. 

Those in insurance management 
should be aware of two important ob- 
servations from this history, Mr. Lear- 
son said. First, the most successful 
managements have been those which 
made the hard decisions correctly and 
persisted with them for 10 years or 
longer. Second, the long-range nature 
of life insurance tends to obscure ret- 
rogression as well as it does progress, 
and for a far longer period than does 
almost any other business except, per- 
haps, banking. “If we had been prod- 
uct manufacturers, making automo- 
biles or radios, our deficiencies would 
have been glaringly apparent long be- 
fore we finally found them,” he said. 





R. J. Learson 





State Mutual Boosts 


Income from Annuities 


State Mutual has increased the to- 
tal yearly income from all single and 
annual premium annuities from $10,- 
000 to $12,000. 

Maximum amounts of monthly in- 
come available to any one life under 
annual premium retirement annuities 
or single premium deferred cash re- 
fund annuities also have been in- 
creased substantially. 

The maximum premum for retire- 
ment annuities, including previous 
issues, acceptable on any one life has 
been doubled to a $10,000 limit. 





Digging the first spadeful of earth at the ground-breaking ceremonies for 
the Mutual Trust Life home office in Chicago is Elisabeth Ann Olson, grand- 
daughter of the founder and daughter of the present company president. 
Watchimg for the earth to fly is—from left to right: Mayor Daley of Chicago, 
Mrs. Olson, and Raymond Olson, Mutual Trust president. Completion of the 
six-story building is expected to be next April. 


Mutual Trust Breaks 
Ground for Home Office 


Ground-breaking ceremonies for a 
six-story home office building of Mu- 
tual Trust Life were held in Chicago 
this week. Estimated cost of construc- 
tion and property was given at $4.5 
million. 

The structure, which will be located 
at Wacker drive and Monroe street 
overlooking the Chicago river, will be 
fabricated with blue porcelain enam- 
eied steel and will contain 177,000 
square feet of floor space. The building 
will also house 116 cars in a two-level 
underground garage. Mutual Trust 
Life will occupy four floors and will 
lease space on the fifth and sixth 
fioors. The home office is designed so 


that it can be expanded to 12 floors. 

Elisabeth Ann Olson, 9, daughter of 
Raymond Olson, company president, 
and granddaughter of the founder, 
turned the first spadeful of earth for 
the ground-breaking. Completion of 
the building is scheduled for next 
April. 


Milwaukee A&H Assn. 


Hears Bruce Gifford 


Milwaukee Assn. of A&H Under- 
writers heard Bruce Gifford, manag- 
ing director of the international as- 
sociation, discuss “The Legislative 
Picture and Creeping Socialism” at the 
December meeting. Plans were made 
for the annual Christmas party Dec. 
22 for children from the Milwaukee 
County Children’s Home. 














oi 


This quartet formed the committee which was responsible for the festive and 
successful Christmas party of Chicago Life Agency Supervisors Club held re- 
cently in a Loop hotel. Members of the committee, left to right, are Marvin 
Weil, brokerage supervisor with the Murphy agency of Prudential who on 
Jan. 1 will fill a similar position with the Lewis agency of Mutual of New York; 
Robert Baranowski, brokerage supervisor with the Bash agency of Mutual of 
New York, and Joseph Moody and Louis B. Carpentier, both life brokers with 
Moore, Case, Lyman & Hubbard, Chicago. 


Metropolitan Makes 
Eight Promotions 


Metropolitan Life has promoted 
Richard R. Shinn to 3rd vice-president 
in group and Henry H. Bellinger and 
Charles H. Jagow to associate general 
counsel. 

Other year-end promotions are: 

Donald T. Williams to assistant su- 
perintendent of agencies, available for 
general field management §assign- 
ments. He has been district manager 
at Milwaukee since 1951. 

Jerome D. Doyle to assistant vice- 
president in group. 

Everett P. Fletcher to assistant vice- 
president in coordination. 

Henry Kinzler to assistant vice- 
president in electronic installations. 

George W. Lane jr. to assistant vice- 
president in A&S. 


Name A. M. Campbell 
Executive V-P 
of Sun Life of Canada 


Alistair M. Campbell, vice-president 
and actuary of Sun Life of Canada 
since 1950, has 
been _ appointed 
executive vice- 
president and 
elected a director. 
Lachlan Campbell 
succeeds him as 
chief actuary. 

Alistair Camp- 
bell will have ex- 
ecutive authority 
over all _ depart- 
ments. He joined 
the company in 
1928. He is a fel- 
low of Society of Actuaries and In- 
stitute of Actuaries of Great Britain. 
He is a governor of Society of Actuar- 
ies, 1st vice-president of Canadian 
Life Insurance Officers Assn. and past 
president of Canadian Assn. of Actuar- 
ies. 

Lachlan Campbell joined the head 
office in 1928 and has been actuary and 
an executive officer since 1954. He is 
a fellow of Society of Actuaries. 








A. M. Campbell 


Guardian Appoints May 
at Poughkeepsie Agency 


A new Guard- 
ian Life agency has 
been opened 
in Poughkeepsie, 
N. Y., with E. Wal- 
ter May as man- 
ager. He has been 
in the insurance 
business since 
1951, with Fidel- 
ity Mutual Life. 
Guardian has also 
appointed Robert 
W. Hill as man- 
ager at Seattle, 
succeeding George 
L. Archer, who re- 
signed. Mr. Hill 
entered the business in 1949 with New 
England Life and has been with State 
Mutual since 1955. He has had super- 
visory as well as sales experience. 





R. W. Hill 





Walker of Tex. Department 
Opens Actuary Office 


Ray A. Walker, formerly actuary in 
the life division of the Texas depart- 
ment, has opened an office as consult- 
ing actuary at 418 Perry-Brooks build- 
ing, Austin. At the same time, M. H. 
Shockley has been appointed actuary 
in the life division of the department. 
Mr. Shockley joined the Texas depart- 
ment as actuarial field examiner in 
1954. 
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Three in Running 
to Succeed Davey as 
Ind. Commissioner 


As yet, there is no “front-running” 
candidate to replace William J. Davey, 
Indiana commissioner, who has re- 
fused reappointment to go with Med- 
ical Protective of Fort Wayne as vice- 
president. 

Mr. Davey is understood to have 
given Clyde Ingle, chief examiner, a 
strong recommendation, and a number 
of Indiana companies approve of him. 
For a time, Ingle’s appointment was 
assumed until an Indianapolis political 
columnist printed the charge that Ingle 
is “in the pocket” of Elmer Sherwood, 
who handled patronage for the out-go- 
ing governor, George Craig. Craig and 
governor-elect Harold W. Handley 
represent opposite factions of the Re- 
publican party, which is split in Indi- 
ana even more than the differences be- 
tween the two parties. 

Sources close to the governor-elect 
report he will not consider appoint- 
ment of Ingle unless he can be cleared 
of the “Sherwood tag.” 

Meanwhile, life agents in particular 
have organized back of J. R. Town- 
send, retired Indianapolis general 
agent of Equitable of Iowa and a for- 
mer state association president. How- 
ever, Handley has stated privately 
that he already made too many ap- 
pointments from Marion county and, 
further, favors a casualty man. 

Fire-casualty agents are said to fa- 
vor Tom Johnson, Indianapolis local 
agent. However, since he, too, is from 
Indianapolis, the geographical objec- 
tion applies to him the same as to 
Townsend. 

Handley is said to be delaying the 
appointment in the hope that a qual- 
ified out-state man will turn up. How- 
ever, the Indiana job is not particular- 
ly attractive salary-wise, and the law 
specifies that the commissioner must 
sever all connection with the insurance 
business. In the case of a casualty man, 
which Handley is said to favor, this 
requirement means he must dispose of 
his agency for a relatively low-paid 
job which he can be sure of holding 
for no more than four years. 

Handley has asserted that he wants 
to appoint a highly-qualified man to 
the post, but the fear in the business is 
that in his effort to find a man who 
avoids the objections he has to Town- 
send, Ingle, and Johnson, he will final- 
ly settle on someone whose main qual- 
ification is political. 


Write A&S Plan for 500,000 
Railroad Workers in Canada 


Without Agent Commissions 


The biggest employe welfare plan 
ever to be established in Canada will 
go into effect Jan. 1 to provide a com- 
prehensive health insurance plan for 
an estimated 500,000 non-operating 
employes of Canadian railroads. 

Highlights of the plan include: $500 
group life coverage; weekly indemnity 
of $40 in case of sickness and non- 
occupational disease; basic hospital ex- 
pense protection for 70 days at stand- 
ard ward rates, and medical and surgi- 
cal benefits under doctor-sponsored 
plans. 

The plan was agreed to after several 
months of negotiations between the 
companies and the unions representing 
the employes. Both employes and com- 
panies will participate in premium 
payment at the rate of $4.25 a month. 

Prime insurer of the plan is Sun 
Life. Other underwriters will be Lon- 
don Life, Canada Life, Mutual Life of 
Canada, Confederation Life and Great- 
West Life. 

One of the conditions upon which 
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insurance company submissions would 
be considered by the negotiating com- 
mittee was that agents’ commissions 
should not be charged. William M. 
Mercer Ltd.. was retained to advise 
the companies and Johnson & Higgins 
(Canada) Ltd. to advise the unions on 
the flat fee basis. 

It was not so much a matter of the 
cost involved (it is understood there 
would have been little difference) but 
it was argued that “no one company or 
individual could be said to have 
brought the business to the insuring 
company.” 

This raised some controversy, par- 
ticularly among agents associations 


ep ee RO ee a 


which viewed this as undermining the 
basis upon which insurance is sold in 
Canada. But the no-commission rule 
held and insurance companies are un- 
derwriting on this basis. 


Union Labor Life 
Names Plumer V-P 


Union Labor Life has promoted 
Charles A. Plumer to vice-president 
and group administrator to succeed 
Rudolph Ellis, who recently was 
named executive vice-president. 

Mr. Plumer, who has been assistant 
group administrator, entered the busi- 
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to assistant secretary in charge of the 
group division. He joined Union La- 
bor Life’s group department in 1952 
and has been consultant and advisor 
to many of the large trade union 
health and welfare programs written 
by the company. 


Themas J. O’Malley and Gregory 
Brewer, group sales representatives at 
Denver and Atlanta respectively for 
Occidental Life of California, attended 
an advanced training course at the 
home office. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE 


WINNIPEG. CANADA 
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Indiana to Seek 
Back Income Taxes 
From Blue Cross 


The Indiana revenue department 
has announced its intention to seek 
payments of past gross income taxes 
from Blue Cross and Blue Shield fol- 
lowing an attorney general’s opinion. 

State Revenue Commissioner Frank 
Millis said “I have no idea of the 
amount of business they have done 
and consequently the tax owed, but I 
expect to send a team of auditors to 
look over their books as soon as I get 
an official copy of the ruling from the 
attorney general.” 

The opinion requested by Mr. Mil- 
lis of Attorney General Edwin K. 
Steers, ruled Blue Cross and Blue 
Shield “are engaged in the business of 
insurance and that as such they are 
subject to gross income tax in the 
same manner as other insurance com- 
panies.” The hospital and medical in- 
surance companies, Mutual Hospital 
and Mutual Medical, have not been 
paying the gross income tax of 1% on 


grounds they are non-profit organiza- 
tions. 

Wilbur F. Keeler, Blue Cross co- 
ordinator, and R. S. Saylor, executive 
vice-president of Blue Shield, declined 
to comment on the new ruling or 
whether the companies would attempt 
to fight the issue in court. “We have 
nothing to say, at this time,” each de- 
clared, adding there would be no com- 
ment until their attorneys had a 
chance to study the official opinion. 

As to how many years the state 
could attempt to collect back taxes, 
Mr. Millis said. “If a taxpayer has not 
filed any returns, we can go back as 
far as the passage of the law or the 
date the business was incorporated, 
whichever is later,” he said. 

The two companies reported net 
profits of more than $3.4 million last 
year, indicating the amount of back 
taxes the state is seeking would add up 
to a large sum. Blue Cross, in its 1955 
earnings report to the Indiana insur- 
ance commissioner, cited a net profit 
of $2,355,126.53 and a surplus of $7,- 
275,522.40, while Blue Shield reported 
a net profit of $1,109,062.91 and a sur- 
plus of $4,856,212.41. 





The life underwriter’s contribution to happi- 
ness consists of the real feeling of security 
which he brings the family circle. 


To 


life underwriters everywhere, 


the 


Equitable Life Insurance Company of Iowa 


offers a toast . . 
happy and the New Year crowned with 
continued contributions to the happiness of 
your fellow men. 
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FOUNDED IN 1867 IN DES MOINES 


Opposing Views on New Mortality Table 
Given by Members of ALC-LIA Committee 


Olshen of West Cost Life 
Strongly Opposes Adoption 
as Hurting Some Insurers 


A. C. Olshen, vice-president and 
chief actuary of West Coast Life, a 
member of the American Life Con- 
vention-Life Insurance Assn. _ of 
America subcommittee on deficiency 
reserves, is strongly opposed to the 


adoption of the proposed new mor- 
tality table. He has written the 
following letter to THE NATIONAL 
UNDERWRITER: 


Upon my return from the east after 
attending a meeting of the joint Amer- 
ican Life Convention-Life Insurance 
Assn. of America deficiency reserves 
subcommittee and Society of Actuar- 
ies meeting, my attention was called 
to your Nov. 9 article relating to the 
proposed new mortality table. 

Being familiar with the tremendous 
amount of pressure which has been 
brought forth from certain segments 
of the life insurance industry to push 
through the adoption of this table, I 
can appreciate some of the statements 
contained in the early part of the ar- 
ticle. In view of the fact that some of 
these statements are without founda- 
tion and, in fact, exactly contrary to 
the true situation, I felt it incumbent 
to call this to your attention--especi- 
ally in view of the possible serious 
and far-reaching effects on the small- 
er companies. 

Without lifting anything out of con- 
text I refer specifically to the state- 
ment that the new projected mortality 
table “by eliminating the deficiency 
reserve requirement will greatly im- 
prove the competitive position of the 
newer, smaller companies.” Exactly 
the opposite is true—the newer, small- 
er companies would be faced with a 
much more severe competitive position 
than that in which they are currently 
finding themselves. 

You are led to false conclusions be- 
cause of the erroneous assumption 
which you make in the second para- 
graph, namely, “The CSO table now 
in use, because it doesn’t reflect re- 
cent improvements in longevity, forces 
a company selling at non-par rates to 
pitch its gross rates at a level no less 
than the net rates called for by the 
CSO table, even though the latter are 
unrealistically high.” 

Recent front page articles in the 
Wall Street Journal have called at- 
tention to the increasing trends in the 
life insurance business of serious rate- 
cutting and rate competition to attract 
business. One needn’t look much fur- 
ther than various’ advertisements 
which have appeared in your own fine 
trade journal to find substantial evi- 
dence of this. However, in no one in- 
stance do we know of a company that 
has reduced all of its rates to the CSO 
net basis and is currently seeking to 
reduce them further, provided it is re- 
lieved of the deficiency reserve re- 
quirement. 

What one does find is instance after 
instance where a company has re- 
duced the rates on one or two target 
plans to a level even lower than CSO 
net, merely for competitive purposes. 
This has forced these companies to set 
up deficiency reserves in these par- 
ticular instances. Where a large non- 
participating company has taken such 
a move, only a relatively small pro- 

(CONTINUED ON PAGE 14) 


Brown of Colonial Life 
Says Foes of Table Are 
Mistaken in Assumptions 


Because of te intense interest in 
the important matter of adopting a 
new permissive mortality table, THE 
NATIONAL UNDERWRITER asked William 
C. Brown, vice-president and actuary 
of Colonial Life, to comment, as a 
proponent of the proposed table, on 
the views expressed in the next col- 
umn by A. C. Olshen, vice-president 
and chief actuary of West Coast Life. 
Like Mr. Olshen, Mr. Brown is a mem- 
ber of the ALC-LIA joint subcommit- 
tee on deficiency reserves. 


I am very glad to make the follow- 
ing comments in regard to the new 
mortality table, which are in opposi- 
tion to those expressed by Mr. Olshen. 

The desirability of updating the 
mortality table used for valuation 
purposes should be quite obvious from 
general considerations. The basic data 
behind the 1941 CSO table is over 20 
years old and the improvement in 
mortality which has been evident, es- 
pecially in recent years, makes that 
table very much out of date. 

The urgent need for the adoption 
of an up-to-date table is caused by 
the present competitive situation and 
the limiting effect of the present val- 
uation table on non-par premiums 
through the deficiency reserve stat- 
ute. The life insurance business is 
very competitive and has been be- 
coming more so. The manner in which 
this competition develops is very clear. 
The large mutual companies have in- 
creased dividends in the past and will 
continue to do so as their experience 
indicates, thus reducing net costs. 
They have no concern about deficiency 
reserves because it will be almost im- 
possible for such companies to have 
any such deficiency reserves. The 
large stock companies will meet this 
competition as they have done in the 
past by lowering their non-par pre- 
miums as their experience permits 
and will not be deterred from this ac- 
tion by any deficiency reserves which 
the present valuation standard will 
require them to put up. These large 
companies have sufficient financial 
resources to meet these deficiency re- 
serves and while a new table would 
help them they undoubtedly could still 
live for some time under the present 
standards. 

The companies that are really be- 
ing hurt by the present situation are 
those smaller stock companies whose 
own experience would permit them to 
reduce their non-par premium rates 
and maintain their competitive posi- 
tion but whose financial resources just 
will not allow them to put up the defi- 
ciency reserves which would be re- 
quired. The fact that the valuation 
mortality standard is out of date 
makes these deficiency reserves to- 
tally unnecessary and steps must 
be taken promptly to correct this 
situation. 

Apparently some opposition to the 
adoption of a modern table stems from 
the mistaken belief that by holding 
back such progress the large compa- 
nies will be prevented from reducing 
premiums. As I have indicated above, 
the large companies will not be pre- 
vented from reducing their premiums 
and the only companies that will be 

(CONTINUED ON PAGE 14) 
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Texas A&S Sales Congress 





Insurance Has Reaped Benefits from Minor 
Obstacles Met in Last 30 Years: Horman 


The insurance business in the last 
30 years has run into just a few minor 
obstacles which, in the final analysis, 
worked for the industry’s benefit, de- 
clared S. L. Horman, vice-president 
of Time of Milwaukee, at the annual 
Texas A&S sales congress held on suc- 
cessive days at Dallas, Houston and 
San Antonio. 

He categorized them as the depres- 
sion of the 1930s, the spread of group 
underwriting, Blue Cross-Blue Shield, 
the threat of government intervention 
and social security. They actually 
should be called temporary distrac- 
tions, since none really acted as sales 
deterrents, he said. 

The depression had the effect of 
making the agents become better 
salesmen and taught them to put in an 
honest day’s work for an honest day’s 
pay, Mr. Horman pointed out. Group 
underwriting broadened insurance 
men’s horizons and created a public 
awareness of the need for protection, 
thus working to the advantage of the 
business. The advent of Blue Cross 
did more than any one thing to make 
the public conscious of the need for 
hospitalization insurance. The threat 
of government intervention also made 
the public more aware of the benefits 
of A&S and kept the industry on its 
toes. Now, disability benefits under 
OASI will emphasize the need for in- 
come protection, widen the market and 
cause insurance people to become bet- 
ter merchandizers. 

Although these obstacles. really 
helped the business make more money 
than ever dreamed possible, the pre 
and post-war era of easy selling had a 
less salutary effect, Mr. Horman as- 
serted. 

“We lost control of the interview by 
selling what people thought they 
wanted, rather than what they need- 
ed,” he explained. “Direction came 
from the buyer. We took the easier 
route, both in selling and prospecting.” 

But still standing the business in 
good stead are the fundamental con- 
cepts of hard work, selling with a pur- 
pose and creativity, he added. 

The A&S field has grown phenom- 
enally in a few years to a point where 
it is second only to life in premium 
volume. The potential is unlimited. 
Trends indicate a more secure future 
than at any time in the last 20 years. 
A&S premiums probably will rise to 
$17 to $20 billion annually in the next 
decade, he predicted. 

Claims which are declined because 
of pre-existing conditions, benefits 
which are less than expected and op- 
tional renewal are the only areas 
where misunderstanding with the pub- 
lic can arise, he pointed out. And they 
are not serious issues if sales activities 
are conducted properly. 

The outmoded principle of terminat- 
ing coverage under optional renewable 
policies because of health deteriora- 
tions has been discontinued by many 
companies, Mr. Horman noted. Simi- 
larly, the placing of waivers on exist- 
ing policies for the same reason is 
not a normal practice among many 
companies today. 

While it would be an ideal situation 
to have all A&S policies on a guaran- 
teed renewable basis, neither the in- 
dustry nor the public is ready for such 
a change at the moment. Experience 
in this field is lacking to quite an ex- 
tent, and certainly this is not the time 
to boost A&S costs from 20% to 40%, 


which would be necessary as a reserve 
consideration if all policies were made 
guaranteed renewable, he stated. 

“We are salesmen in every sense of 
the word, and we should strive to re- 
tain that nomenclature,” he said. “In 
recent years, it seems that we have 


shied away from that honorable desig- 
nation by assuming such high sound- 
ing professional titles as insurance 
counsellors, estate planners and other 
high-sounding titles. It is ‘time we give 
some thought to reappraising the sig- 
nificance of being professional sales- 
men because ours is a noble and great 
profession that requires courage, im- 
agination, foresight, extensive training 
and work.” 

Perhaps insurance people can re- 
turn to a more fundamental and ap- 
preciative concept of the business by 
recognizing the great advantages now 


enjoyed. Social and economic changes 
unparalleled in the country’s history 
have taken place in the last 30 years. 

“We are today at the pinnacle of 
that era which is highlighted primari- 
ly by a transition of emphasis from an 
age of production to an age of under- 
standing, from indifference to consum- 
er demands to an acute cognizance of 
consumer likes and dislikes, from an 
economy predicated on thrift to one of 
unlimited credit,” Mr. Horman stated. 

John D. Saint Jr., regional agency 
director of American General Life, 

(CONTINUED ON NEXT PAGE) 
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Today’s most successful 
life insurance men prove an . 
important point... 
Year after year, more good life insurance men 
become top life insurance men with this Company! 
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NOW = DOUBLE 
INCOME DISABILITY 































People looking for life insurance combined in just 
the right proportions with guaranteed renewable 
disability income insurance will find it today in 
Occidental’s broadened Income Disability clause 
for life plans. 


Now they can buy as much as $20 per month total 
disability income per $1,000 in amounts as high as 
$500 per month. Yes, that means $200 per month 
disability income on $10,000 if they want it. Or 
$500 on $25,000. 


It is still available on most Term plans as well as 
Life and Endowment; still contains only a 4-month 
waiting period; still guarantees renewal to age 60 
(males); still pays disability income for life on 
many plans, reducing to half the original monthly 
income at age 60, and the policy still pays the face 
amount promised at death following disability! 





"A Star in the West..." * 


pcidental 
Life 


4nd 





COMP 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


'WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 





are you on the 
outside looking in? 





LAKE LOUISE—‘58 


HAWAII—'56 SANTA BARBARA—‘57 


That’s the convention schedule for qualified agents of Pacific National 
Life. Open the door to a Pacific National Life general agent career 
for yourself. You'll enjoy non-contributory pension plan and top com- 
mission contracts as an agent of a progressive company. How about 
you? If interested, write to: Kenneth W. Cring, Vice-Pres. & 
Supt. of Agents. Travel on the winning team, NOW. TEN WESTERN 
STATES AND HAWAII. 


STA "es 


£ PACIFIC NATIONAL LIFE 
* Assurance Ce. 


Home office: 411 East South Temple, Salt Lake City, Utah 
Ray H. Peterson, Pres. Kenneth W. Cring, V. P. & Supt. of Agents 
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(CONTINUED FROM PRECEDING PAGE) 
spoke on “The Health of a Salesman.” 
The agent, to remain healthy, must 
remember that personal insurance is 
paid to the widow, children, the old 
man, the worker for loss of time, for 
the doctor and the hospital. 

People do not want to buy insur- 
ance, he said. They want to buy TV 
sets, autos, radios and other appliances 
without any aid from the salesman. 
But there is no built-in sales appeal 
in the insurance policy. The agent 
must take the intangible promise and 
bring it into the lives of people, con- 
verting it into paid bills, loss of time 
income, payment of hospital and doc- 
tor’s bills. It is only human for people 
to want their money for things other 
than insurance. 

Mr. Saint advised agents to be their 
own personal physicians. They should 
observe themselves in action, diagnose 
their “diseases” and “prescribe” for 
them. They must supervise themselves 
and cure their ailments. 


Russell H. Moore of Michigan State 
university, spoke on the topic, “Eco- 
nomic Death Need Not Be a Tragedy.” 
He described his own sales method, 
noting that he tells prospects how he 
has provided protection for his own 
income and family. 

He said he agrees with prospects 
who say they can do better with their 
money by investing it; then he asks if 
they can guarantee that they will have 
time to complete their plans. Agents 
should emphasize man’s most valuable 
asset as his ability to “keep walking in 
his shoes” and provide a continued in- 
come. 

While a father may provide for four 
children, it takes four extraordinary 
children to provide for a father, Mr. 
Moore said. Agents should help pros- 
pects see the need for a guaranteed 
continued income, old age income, pro- 
vision for paying a mortgage or pro- 
viding an education for the children. 


Welcoming remarks were made in 
the various cities by A. L. Ragle, Great 
American Reserve, president of Dallas 
association; George N. Barton, South- 
land Life, president of Fort Worth 
association; L. W. Curry, Employers 
Casualty, president of Houston associa- 
tion; and Carroll C. Preston, Guaran- 
tee Mutual Life, president of San An- 
tonio association. John T. Delaney, 
American General Life, Houston, pres- 
ident of the state association, ad- 
dressed the groups. 

At the Dallas session, Clifford E. 
McDonald, agency director of Interna- 
tional Fidelity and past president of 
International Assn. of A&H Under- 
writers, was awarded a plaque as 
“man of the year.” 

The congress was attended by 250 
A&S men. 


Sees Small Group Plans 


as Best Group Market 


Small group plans offer the best 
market for group coverages, Herbert 
D. Eagle, vice-president in charge of 
group of Occidental Life of California, 
told Los Angeles Life Managers Assn. 

Package policies for small groups 
enable agents to enter the group field, 
close cases in one or two calls and 
create goodwill, he said. 

More selective underwriting should 
be done in the major medical field, 
he said. Group people should give 
more study to major medical, simpler 
group coverages, higher life limits and 
additional casualty coverages. It might 
be advisable to have legislation regu- 
lating jumbo group, he said. 


Continental Companies 
to Give 5,000 Toys to 
Orphans This Year 


Continental Casualty and Continen- 
tal Assurance will perpetuate the Yule- 
tide spirit by passing out 5,000 toys to 
Chicago orphans on Christmas day and 
by displaying a huge Christmas “tree” 
towering over 400 feet above street 
level. 

The toys are gifts provided by em- 
ployes of the Continental companies 
in their annual Yuletide toy collection. 
More than 50,000 toys have been given 
to children since the project was be- 
gun in 1941 to distribute presents to 
children whose Continental-employed 
fathers were in the armed forces. The 
gifts will be displayed beforehand in 
the fourth floor conference room of 
the Continental companies building by 
Miss Peg Hinkamp, who has headed 
the drive since its inception. 

The simulated Christmas tree will be 
lighted by 176 green and red colored 
windows on the east face of the build- 
ing, rising to a height of 400 feet from 
base to tip and 475 feet above Michi- 
gan boulevard. 








Convention Dates 





Feb. 4-6, Health Insurance Assn. of America, 
group insurance forum, Drake hotel, Chicago. 

Mar. 18-20, Life Insurance Agency Manage- 
ment. Conference, Edgewater Beach hotel, 
Chicago. 

Mar. 24-29, National Assn. of Life Under- 
writers, midyear, Hotel Roanoke, Roanoke. 

April 11-12, Home Office Life Underwriters 
Assn., annual, Greenbrier hotel, White 
Sulphur Springs. 

April 15-17, Life Insurance Agency Manage- 
ment Assn. A&S Meeting, Edgewater Beach 
hotel, Chicago. 

April 29-May 1, Life Insurance Agency Man- 
agement Assn. Combination Companies Con- 
ference, Hollywood Beach hotel, Hollywood, 
Fla. 

May 6-7, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier hotel, White Sul- 
phur Springs. 

May 6-8, Health Insurance Assn. of America, 

annual, Sherdon Park hotel, Washington, D.C. 

May 12-15, Life Insurance Agency Officers 
Round Table, Homestead hotel, Hot Springs, 
Va. 

May 20-22, Insurance Accounting & Statistical 
Assn., annual, Palmer house, Chicago. 

May 22-24, Life Insurance Conference, Caro- 
lina hotel, Pinehurst, N. C. 

June 5, Actuarial Club of the Pacific, semi-an- 
nual, Del Monte hotel, Pebble Beach, Cal. 
June 12-15, International Assn. of A&H Under- 
writers, annual, Lowery hotel, St. Paul, 

Minn. 

June 12-15, Wisconsin Assn. of A&H Under- 
writers, annual, St. Paul, Minn. 

June 30-July 3, Million Dollar Round Table, 
Greenbrier hotel, White Sulphur Springs. 
Aug. 12-14, International Federation of Com- 
mercial Travelers, annual, Empress hotel, 

Victoria, British Columbia. 

Sept. 15-20, National Assn. of Life Underwrit- 
ers, annual, Sheraton-Cadillac and Statler 
hotels, Detroit. 

Sept. 16-20, General Agents & Managers Con- 
ference, annual, Detroit. 

Sept. 17, American College of Life Underwrit~ 
ers, annual, Sheraton-Cadillac hotel, Detroit. 

Sept. 18, American Society of Chartered Life 
Underwriters, annual, Detroit. 

Sept. 23, Fraternal Actuarial Assn., annual, 
Statler hotel, Los Angeles. 

Sept. 23-25, Life Office Management Assn., 
annual, Shoreham hotel Washington D. C. 

Sept. 23-25, National Fraternal Congress of 
America, annual, Statler hotel, Los Angeles. 

Oct. 23-25, Assn. of Life Insurance Medical 
Directors, annual, Statler hotel, New York 
City. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
annual, Biltmore hotel, Santa Barbara, Cal. 

Nov. 10-14, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, Chi- 
cago. 

Dec. 6-8, California State Assn. of Life Under- 
writers, midyear, Rickey’s Studio inn, Palo 
Alto. 

Dec. 9-10, Assn. of Life Insurance Counsel. 
winter meeting, Plaza hotel, New York City. 

Dec. 11-12, Life Insurance Assn. of America, 
annual, Waldorf-Astoria hotel, New York 
City. 
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Implications of ‘600-Mile City’ Traced 
by Panel at Institute's Annual Meeting 


NEW YORK—tThe linking-up of cit- 
ies and suburbs into vast urban areas 
through the spectacular migration of 
people and of business and industry 
to the country in recent years has 
already created a _ great ‘600-mile 
city” running from Boston to Wash- 
ington, and others of comparable di- 
mensions are emerging in other parts 
of the United States. 

Dramatic evidence of the transfor- 
mation the country is going through 
was disclosed in an initial presenta- 
tion based on material gathered in a 
continuing study being carried on at 
Yale university. This presentation was 
made today at the annual meeting 
here of Institute of Life Insurance. 

Encompassed in this “600-mile city,” 
the meeting was told, are the metrop- 
olises of New York, Philadelphia, and 
Baltimore in addition to Boston and 
Washington. It contains 6% of the na- 
tion’s land areas and 20% of its pop- 
ulation. In this long stretch of cities 
and suburbs linked up with each 
other, there are only two compara- 
tively small spots, one of 17 miles and 
the other of just two miles, that are 


not in metropolitan areas, it was 
stated. 
The presentation at the institute 


meeting was based on the results of a 
research program in city planning be- 
ing conducted at Yale university’s 
school of architecture. Highlights were 
presented to the meeting in a series 
of slide films under the title of Inter- 
urbia—the Changing Face of America. 
Prof. Christopher Tunnard, who is di- 
recting the study, introduced it with 
a brief background of its nature and 
objectives. A group of experts later 
discussed the social and economic con- 
sequences of interurbanization. 

William C. McKeehan, vice-presi- 
dent of the J. Walter Thompson ad- 
vertising agency, acted as narrator for 
the slide film presentation. Members 
of the panel were William H. Whyte, 
Jr., assistant managing editor of For- 
tune magazine, who discussed the so- 
cial aspects; Henry Wallich, professor 
of economics at Yale, who spoke of 
the economic implications; and Nor- 
man H. Strouse, president of J. Walter 
Thompson Co., who outlined the im- 
plications for management arising out 
of interurbanization. 

E. M. McConney, chairman of the 
institute and _ retired president of 
Bankers Life of Iowa, presided over 
the presentation and introduced the 
speakers. 

As everybody recognizes, Mr. Mc- 
Keehan said, this country is experi- 
encing a dynamic acceleration of 
growth which is part of a social and 
economic transformation as radical as 
the industrial revolution, and much 
more swift in its progress than any 
change the world has ever known. 

The sudden increase in our popula- 
tion, the unprecedented development 
of our industry, the suburbs that grew 
up almost overnight, the quick ex- 
pansion of cities, are all part of the 
growth picture. 

“Almost everywhere we look, we 
find we have been poor forecasters of 
America’s fabulous growth,” he said. 
“Because we have lacked foresight, 
and because we have failed to realize 
the speed of what is happening to us, 
we are faced with serious problems. 
They are a whole new order of prob- 
lems, very different from the ones 
which planners had to deal with in 
the past. 

“But there is opportunity in this 
hurrying growth, too. To take advan- 
tage of it we need more skill and 


daring in forecasting. We must learn 
to see the world around us in a new 
light, to examine the face of America 
as it really is today.” 

It is no longer quite realistic to 
speak of a city and its suburbs, Mr. 
McKeehan said, and cited the Boston 
to Washington “600-mile city” as an 
example of what is occurring. 

“The Atlantic strip is the largest 
of the new urban strips,” he stated, 


“but it is by no means the only one 
of its kind. The steel belt from the 
mines to the Lakes—Pittsburgh, 
Youngstown, Canton, Akron = and 
Cleveland—is now an almost continu- 
ous urban area. 


“Pontiac, Detroit, Dearborn, Ann 
Arbor, Monroe and Toledo represent 
another urban strip that may link 
with Cleveland via Sandusky and Lo- 
rain. Lake Michigan’s industrial Ri- 
viera—Milwaukee, Racine, Kenosha, 
Waukegan, Chicago, Hammond, Gary, 
and South Bend—may soon connect 
with Detroit. 


“There’s an emerging interurbia 
along Puget sound. We find the same 
striking pattern from San Francisco 
inland. Los Angeles now joins hands 
with Riverside and Long Beach in a 
march toward San Diego. Indeed, 
throughout the country, almost every 
large city is the heart of a cluster of 
cities whose suburbs interlock so ra- 
pidly that a stranger driving through 
can’t be sure which city is which.” 

The reason for this, Mr. McKeehan 
stated, is the mobility of homes and 
jobs, thanks to the automobile and ris- 

(CONTINUED ON PAGE 14) 





PHOENIX MUTUAL 
LEADS AGAIN! 








EXECUTIVE EQUITY PROTECTOR 





ANNUAL 
AGE PREMIUM 1 
35 $24.12 $18 
45 34.34 24 
55 51.59 31 





@ $25,000 minimum policy. 


@ Full retention to $500,000 — without 
reinsurance, ages 16-75. 


A WHOLE LIFE PLAN — CASH VALUE EQUALS FULL RESERVE 
AT END OF FIRST AND SUBSEQUENT YEARS 








END OF YEAR 
2 3 4 5 
$35 $53 $70 $ 88 
47 70 93 117 
61 91 121 151 


ILLUSTRATION OF CASH VALUES 


10 15 20 
$181 $276 $372 

234 349 459 

295 427 546 


@ Issued to 500% mortality. 


@ First Year Commissions — 25% to age 55; 


20% ages 55 to 65; and 20% of age 65 
premium for ages over 65. 


@ Our limit considered on photostatic 
copies of other companies’ papers. 


@ Renewals — nine 10's. 


PHOENIX MUTUAL LIFE INSURANCE CO. 
OF HARTFORD, CONNECTICUT 
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Formula for a Magic Package 
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Non-Medical 





Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 
Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


z-~ AMERICAN.NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 

























The Perfect Alibi 


Sometimes sickness or some other unforseen event 
will prevent completion of a study program. But below 
is quoted an unusual reason why one student of The 
R & R Tax and Business Insurance Course was delayed 
in his studies: 


“I am sorry that I did not complete the course 
previously but your first five lessons got me so 
keyed up on business insurance that I qualified 
for the M.D.R.T. three straight years and only 
because of business insurance which averaged 
over $600,000 each of the three years.” 


Your own investigation of this widely-known course 
might prove most profitable! 


THE INSURANCE RESEARCH: 8 REVIEW SERVICE 


_ ister the plans than the union or the 


Hilbert Rust, CL U., President 
INDIANAPOLIS 


Discuss Compulsory 
Ability Criteria for 
Consulting Actuaries 


The question of requiring a certain 
level of actuarial competence of ac- 
tuaries doing consulting work without 
at the same time setting needlessly 
strict standards elicited a good deal of 
discussion at the annual meeting of 
Society of Actuaries at White Sulphur 
Springs, W. Va. 

Myles L. Grover, Johnson & Higgins, 
said he felt that some means must be 
devised of designating those actuaries 
that are qualified as a protection to 
the public. At present the only such 
qualification is fellowship in the So- 
ciety of Actuaries. Conrad A. Orloff, 
Marsh & McLennan, pointed out that 
there are a large number of non-fel- 
lows who are adequately qualified ac- 
tuaries. J. P. Stanley, UAW-CIO, does 
not feel that there is any need for 
legislative action since it might dis- 
qualify consulting actuaries who are 
obviously qualified in every respect 
except that they are not fellows of the 
society. 

Alan A. Groth of the Arthur Stedry 
Hansen firm, explained that pension 
fund valuations in Canada must be 
certified by a fellow if the plan is 
self-insured and by an associate if 
insured. 


Carl H. Fischer, University of Mich- 
igan, pointed out that if the society 
does not find some means of qualifying 
consulting actuaries, then the states 
will pass legislation to protect the gen- 
eral public. 

Nathan A. Moscovitch, consulting 
actuary, reported that the Conference 
of Actuaries in Public Practice has 
corresponded with the Internal Rev- 
enue Service concerning the right of 
actuaries to represent clients in hear- 
ings. 

Samuel N. Ain, consulting actuary, 
agreed that the fellowship was not a 
necessary qualification for a consult- 
ing actuary. 

William F. Lumsden, Seefurth-Mc- 
Giveran, Chicago, has had no trouble 
representing clients before local of- 
fices of the Internal Revenue Service. 

Harwood Rosser, Bernard R. Meidin- 
ger & Associates, agreed that some 
definite qualifications are necessary 
for consulting actuaries to protect the 
public. 

Thomas P. Bleakney, Milliman & 
Robertson, reported that the state of 
Washington requires that a pension 
fund be certified by at least an asso- 
ciate of the Society of Actuaries. 

Dorrance C. Bronson, Wyatt Co., 
does not feel that there is any need 
of legislation requiring the sound ac- 
tuarial operation of a_ self-insured 
plan. 

George A. Cooke, Canada Life re- 
ported that the Canadian government 
requires a self-administered plan to 
be registered but does not certify its 
actuarial soundness. 

Vernon L. Lawson, Johnson & Hig- 
gins, pointed out the Canadian govern- 
ment requires an actuarial examina- 
tion of the accrued liability and future 
costs at least every five years by a 
qualified actuary who must be a fel- 
low of one of the actuarial societies. 

J. P. Stanley, UAW-CIO, reported 
that this union is recommending that 
employers do not self-insure group 
A&S plans, since the insurance com- 
panies are better equipped to admin- 


employ 2r. 
Preston C. Bassett of Towers Perrin 
(CONTINUED ON PAGE 15) 








“We cm cowl ovitiom, 
waked 


says Marie Dutton, 
wife of Frank Dut- 
ton, (E. A. Ellis 
Agency, San Fran- 
cisco) 


“T’m proud that my hus- 
band’s career lets him 
‘carry the ball’ on his 
own. But I’m grateful 
too that more training 
is always available to 
him — and coaching on 
those rough cases — al- 
ways the right solution 
for every problem. Al- 
ways, we know, the 
whole Pacific Mutual 
team is backing us up.” 


Marie Dutton accom- 
panied her husband 
to the 1955 Big Tree 
Top Star Conference 
at Lake Louise. 


Mutucl 


“LIFE INSURANCE COMPANY 


PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 
e 
LIFE « ACCIDENT & SICKNESS 


RETIREMENT PLANS 
GROUP INSURANCE 
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Call for Permanent 
Group to Study CLU 
Continuing Education 


An interim exploratory committee 
has recommended appointment of a 
joint committee on continuing educa- 
tion for CLUs. If trustees of Ameri- 
can College and directors of American 
Society adopt the suggestion, a perma- 
nent joint group will be named to 
pursue the subject in detail. 

The exploratory committee, headed 
by Paul A. Norton, vice-president of 
New York Life, consisted of 16 prom- 
inent figures in life insurance and ed- 
ucation, plus CLU staff members. It 
met recently for two days in Chicago 
as the result of a report made to the 
board of American Society last fall by 
a special temporary committee. The 
recommendation for creating a per- 
manent group was made by Ben S. 
McGiveran of Seefurth & McGiveran 
Consulting Service of Milwaukee, and 
amended by Davis W. Gregg, presi- 
dent of American College. 

Three out of four members of the 
society recently expressed a favorable 
reaction to the idea of developing a 
continuing education program. Recent 
summer institutes of the society have 
been over-subscribed. There has been 
considerable discussion about enlarg- 
ing the program in some way. 

The purpose of the Chicago meet- 
ing was to air the entire subject and 
elicit members’ ideas and opinions on 
the need for such a program, what 
form it might take and how it would 
be financed. One suggestion involved 
the establishment of an “American 
academy of life underwriting” in 
which CLUs would receive credit to- 
ward membership by various methods. 

Any continuing education program, 
according to the ténor of the discus- 
sion, would consist of refresher 
courses and expansion of subjects now 
covered in the CLU curriculum, to- 
gether with related subjects valuable 
to CLUs. 

The meeting consisted of three sub- 
committees headed by James E. Bragg, 
manager of Guardian Life at New 
York and a trustee of the college; 
Jack C. Windsor, manager of Con- 
necticut General in Milwaukee and a 
director of the society, and Joseph H. 
Reese, general agent of Penn Mutual 
in Philadelphia and secretary of the 
college. 

Other members of the temporary 
committee were Leslie J. Buchan, pro- 
fessor of accounting of Washington 
university school of business and pub- 
lic administration; George B. Byrnes, 
general agent of New England Life at 
New York and past chairman of Mil- 
lion Dollar Round Table; Coy G. Ek- 
lund, manager of Equitable Society in 
Detroit; Herbert C. Graebner, dean of 
the college; Lantz L. Mackey of L. L. 
Mackey & Associates in Detroit; Hal 
L. Nutt, director of Purdue institute; 
Loran E. Powell, managing director of 
Life Underwriter Training Council; 
Charles K. Reid II, senior consultant 
of LIAMA; Hilbert Rust, president of 
Insurance R&R; Leroy G. Steinbeck, 
managing director of the society; John 
O. Todd, Northwestern Mutual, Chi- 
cago, president of Todd & Zischke 
Services, Inc., and a trustee of the 
college; Fitzhugh Traylor, manager of 
Equitable Society at Indianapolis and 
president of the society; and Edmund 
L. Zalinski, vice-president of John 
Hancock and a truestee of the college. 





Prudential has opened a new San | 
Fernando Valley agency at 14606 Vic- 


tory boulevard, Van Nuys, Cal. 
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If you feel you're just drifting, not getting ahead, Central 
Standard's ‘‘from now on" expansion program is for you. 






General agency opportunities in favorable territories for 
men who know they can ‘‘go places" if given a chance. 
If your ability exceeds your present opportunity, consider 
Central Standard's life time renewal, top commission 
contract today. 










Write, wire or phone Claire Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


Sounded (905 INSURANCE COMPANY 


211 West Wacker Drive Chicago 6, Illinois 
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Answering the ‘Easy Money’ Pop-Ofts 


There’s so much muddled thinking 
about “tight money” among the gen- 
eral public that we wish every life in- 
surance agent could have added to his 
store of anti-nonsense ammunition by 
hearing the talk that Treasury Under- 
secretary Randolph Burgess gave at 
the recent annual meeting of Life In- 
surance Assn. of America. 

As the next best thing we suggest a 
careful reading of the report of his 
talk that appears on page 12 in this 
issue. 

It’s not that any life insurance man 
needs further convincing of the need 
for resisting artificially created “easy 
money” and all other inflationary 
measures. But there’s a great need for 
them to convince the vast numbers of 
people that need convincing—people 
who if left uninformed could bring 
serious pressure to bear on members 
of Congress and _ public officials 
charged with giving direction to credit 
liberalizations and restrictions. 

Life insurance men and women are 
fully aware of this, for what they sell 
is seriously affected by inflation and 
hence by the factors that contribute 
to it. But more than mere awareness 
is needed. It’s easy enough to urge life 
insurance agents to tell their policy- 
holders, prospects, and others they 
come into contact with all about the 
inflationary dangers of artificially cre- 
ated “easy money.” But such urging 
is about as effective as a generalized 
admonition to speak out for virtue and 
against sin unless there is also con- 
veyed an understanding of what is in- 
volved. 

It’s something like selling life insur- 
ance: A mere conviction that life in- 
surance is a good thing and nobody 
should be without it is not enough. It 
needs real understanding if an agent is 
to prevail against the shallow-minded 
attitude of those who “don’t believe in 
life insurance,” who are “worth more 
dead than alive,” or who “can’t afford 
any more life insurance.” 

Similarly, it takes more than a pas- 
sive acceptance of the theory of sound 
money to talk convincingly against the 
blatherskite who sounds off against 
sensible credit policy because it hap- 
pens to chafe him in some way at the 
moment. He is typical of the incon- 
sistent type of thinking that if reduced 
to its basic premises consists of want- 
ing to eat your cake and have it, too. 
The same individual who roars around 
because he finds it less easy to fi- 
nance the purchase of a new car or 
new home would yell just as loudly at 


the reduction in the purchasing power 
of his life insurance that would result 
from the artificially low interest rates 
that he’d like to see when he is the 
borrower. 

The sad fact seems to be that too 
many people who ought to know bet- 
ter have no compunction about talking 
economic nonsense. Worse still, they 
seem to believe it. They think they are 
talking sense. Underlying this attitude 
is the feeling that in some way the 
federal government has a responsibil- 
ity to maintain conditions that will 
assure a constantly greater degree of 
prosperity for all people in all respects. 
These people refuse to face the fact 
that when there’s a boom and every- 
body is making a lot of money and 
spending a lot of money, prices are 
going to be bid up. This as true of the 
price of borrowing money as it is of 
the prices of the things for which 
credit is wanted. 

Economic forces must be allowed to 
operate so that prices, whether of ar- 
ticles or of credit, will find their prop- 
er level. Interference by government 
can only postpone the day when natu-- 
ral forces will reassert themselves— 
with damaging force from having been 
artificially pent up. 

There is no point in hoping that the 
life agent will cure the situation by 
giving an economic disquisition every- 
where he goes. But much can be done 
if the agent recognizes economic non- 
sense when he hears it and knows 
enough to take the wind out of the 
sails of the fellow who unthinkingly 
inveighs against the government for 
not bringing back the days of cheaper 
interest rates. 


PERSONALS 


Frederick W. Knight, California- 
Western States Life, treasurer of San 
Antonio Life Underwriters Assn., is 
making a satisfactory recovery follow- 
ing minor surgery. 











Horace W. Brower, president of Oc- 
cidental Life of California, has been 
reelected a director of All-Year Club 
of Southern California. 


Harold A. Grout, vice-president of 
John Hancock, has been elected honor- 
ary chairman of Boston Actuaries’ 
Club, of which he is a charter member 
and former officer. 


James E. Bragg, manager of Guard- 
ian Life at New York, has been ap- 
pointed chairman of the life insurance 


and pensions division of Muscular 
Dystrophy Assns. of America, Inc. 


W. P. Stalnaker, president of Stand- 
ard of Oregon, has been elected a di- 
rector of Portland Trust bank. 


DEATHS 


Y. WILCOX SCARBOROUGH, 61, 
president and co-founder of Atlantic 
Coast Life of Charleston, S.C., died in 
his sleep at his home in Charleston. He 
and Jesse W. Orvin organized the com- 
pany in 1925 and he later bought Mr. 
Orvin’s share of the business. Among 
his survivors are three sons, Y. W. 
Scarborough Jr., executive vice-presi- 
dent and treasurer of Atlantic Coast 
Life; Robert B. Scarborough, secretary, 
and S. Thomas Scarborough, who is on 
the board with his brothers and late 
father. Mr. Scarborough also organized 
Cosmopolitan of Charleston. He was a 
former member of the state assembly. 

















Guardian to Enter 
Group Field in 1957 


Guardian Life’s board has author- 
ized the company to enter the group 
field. Coverages will include life, 
weekly loss of time, accidental death 
and dismemberment and a wide range 
of hospital, surgical and medical ex- 
pense benefits. 

President James A McLain said a 
research unit was set up more than a 
year ago to prepare for entry into the 
group field. Plans have progressed to 
a point where the company probably 
will be ready to sell and service group 
in the New York metropolitan area in 
early 1957. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
























135 S. LaSalle St., Chicago, Dec. 18, 1956 
Previous Current 
Week’s Bid Bid Asked 
PG TBE ic ice cicicciccmeccrnes 168 169 172 
Beneficial Standard 16 15% 16 
Cal.-Western States 78 75 78 
Colonial Like  .....ccccosscssoenssesee 94 95 98 
Columbian National _........ 76 744% 77 
Commonwealth Life  ...¢..... 23% 23% 24% 
Connecticut General .......... 251 256 260 
Continental Assurance 121 120 124 
Franklin Life... 90 92 
Great Southern Life 77 480 
RAANNI MRE ecksscisonexttccsivdsose 3034 31% 
"efferson Standard 122 125 
s<ansas City Life ........ 1140 1160 
Life & Casualty. ................000 21% 22 
Life Insurance Investors .... 1334 13% 14% 
Life of Virginia ...... 1062 102 105 
Tincoln National ................... 208 207 212 
RE I SE RET RNS et ie 31 31 Bid 
National L. & A. 88 8812 90 
North American, Ill. Pn 18 1734 «19 
N. W. Nationai Life ... 103 10342 Bid 
Ohio State Life ..... 260 260 Bid 
Cld Line Life .... 57 57 62 
Southland Life ....... 88 89 93 
Southwestern Life 93 95 100 
Travelers ..... 69", 6934, 71 
United, Il. 215g 223%, 23% 
Ne REIDY Sesadsatanwnuseporsbaccokidsaosavss 27 27 28 
West Coast Life .......... 46 45 47 
Wisconsin National .............. 50 54 57 


May Have Political 
Side Show on Naming 


Iowa Commissioner 


DES MOINES—A contest appears 
to be in the making over whether the 
Republicans or Democrats in Iowa 
will be able to name the insurance 
commissioner, with a Democratic gov- 
ernor, Hershel Loveless, taking office 
on Jan. 17, four days after the 1957 
legislature convenes. 

O. P. Bennett, the present commis- 
sioner, was given an interim appoint- 
ment following the death of the late 
Charles R. Fischer and his term ex- 
pires 30 days after the legislature 
convenes. 


The outgoing Republican governor, 
Leo Hoegh, is considering the possi- 
bility of sending up the name of Ben- 
nett for reappointment before he 
leaves office. The legislature meets on 
Jan. 14 and Hoegh would have to 
name Bennett immediately and the 
senate would have to suspend its rules 
in order to push the confirmation 
through before Loveless takes office. 

Loveless is reported considering two 
insurance agents, James F. Mulqueen, 
former mayor of Council Bluffs, and 
Robert Douglas of Mason City, for his 
appointment. 

Republicans have been studying the 
state laws and legislative rules to de- 
termine whether they can _ push 
through the Bennett appointment. A 
question has arisen as to what hap- 
pens if Hoegh sends up Bennett’s ap- 
pointment but the senate is unable to 
take action before Loveless takes of- 
fice and the Democratic governor then 
sends up his appointment. 

The Democrats have 10 members in 
the 50-member senate and they would 
need the support of only seven re- 
publicans to block Bennett’s appoint- 
ment if it is sent up. 


Judge Conway Lauds 
Public Trust That 
Life Insurers Have 


The “dynamic, colossal” growth of 
life insurance in the past decade has 
been due to the fact that the insurance 
companies have gained the confidence 
of the public, Albert Conway, chief 
judge of the New York court of ap- 
peals, said at the 50th anniversary 
meeting of Life Insurance Assn. of 
America in New York. 

“By dealing uprightly, fairly and 
honestly with the American people, 
the life insurance companies have in- 
spired faith and trust,” Judge Conway 
said. 

Judge Conway said life insurance 
companies are more than just quasi- 
trustees responsible for meeting the 
obligation of long-term contracts, but 
“they, as well as the schools, a free 
press and other agencies, are also re- 
sponsible for convincing the public 
that basic ethical principles are in 
the end most conducive to their wel- 
fare and happiness.” 
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Bldg., Tel. Riverside 7-1127. Alfred E. Cadis, 


Southwestern Manager. 

DETROIT 26, MICH.—613 Lafayette Bldg., 
Tel. Woodward 5-2305. A. J. Edwards, Man- 
ager for Indiana and Michigan. 


2420, Tel. Beekman 3-3958. J. T. Curtin and 
Clarence W. Hammel, New York Managers. 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F. McCormick, Resident 
Manager. 


I. Zoll, Middle Atlantic Manager. 


SAN FRANCISCO 4, CAL.—582 Market St., 


Tel. Exbrook 2-3054. A. J. Wheeler, Pacific 
Coast Manager. 
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‘57 Demand for Funds 
Seen Again Exceeding 
Supply of Capital 


With all signs indicating that over- 
all business activity will remain high 
in 1957, it seems 
certain that the 
demand for _ in- 
vestment funds 
on the capital 
market will again 
outrun the supply 
of savings, as it 
has in the _ past 
two years, James 
J. O’Leary, direc- 
tor of investment 
research of Life 
Insurance Assn. 

James J. O'Leary of America, told 
the LIA annual meeting at New York. 

This situation will result in great 
pressure for an expansion of bank 
credit beyond growth requirements to 
fill the gap and calls for the continua- 
tion of the policy of credit restraint by 
the monetary authorities designed to 
head off an inflationary increase in 
commercial bank credit. 


“The federal reserve and the U. S. 
Treasury have wisely and _ coura- 
geously pursued a policy of credit re- 
straint to keep our national economy 
on an even keel and to maintain sta- 
bility in the value of the dollar,” Mr. 
O’Leary said in his report. “There is 
nothing in the outlook for next year 
which would reduce the great public 
need for a non-partisan, fully inde- 
pendent federal reserve, free to study 
economic trends and to determine 
monetary and credit policy responsi- 
bly and objectively in the broad pub- 
lic interest. 

“The country is fortunate that we 
have such freedom on the part of the 
monetary authorities, and they have 
pursued wise policies. But we must 
always remember that the federal re- 
serve and the Treasury sorely need 
the aid of other public and private 
groups if we are to have a stable and 
sustainable economic growth. Re- 
straint by the monetary authorities 
must be matched by restraint on the 
part of business concerns, organized 
labor, the consumer, lending institu- 
tions—indeed the country as a whole.” 


e e @ 





Listing the factors in the outlook 
for 1957, Mr. O’Leary said consumer 
expenditures, bolstered by a come- 
back in the automobile market, as 
well as business expenditures, should 
continue strong. In the face of in- 
creased international tensions, federal 
expenditures may well be pushed up- 
ward, he stated. Although the current 
rate of plant and equipment expendi- 
tures by business concerns is very 
high, there is little evidence that we 
can expect any marked abatement 
next year, he said. He also anticipated 
residential housing starts of a million 
or more in 1957, and foresaw contin- 
ued high demand for capital funds 
from state and local government. 

Mr. O’Leary estimated the assets of 
all United States life insurance com- 
panies as of Dec. 31 this year at 
$96.25 billion, an increase of $5.8 bil- 
lion during 1956. He listed the prin- 
cipal elements in these assets as 
follows: 

Mortgages, of which a_ substantial 
part are on homes, rose to an esti- 
mated $33.1 billion during the year, 
up $3.6 billion. As in previous years, 


he said, the mortgage market was by 
far the largest new user of life com- 
pany funds in 1956. Total mortgage 
holdings of the life companies will 
represent an estimated 34.4% of all 
assets at the end of 1956 as against 
32.6% at the 1955 year-end. 
Aggregate holdings of industrial 
and miscellaneous bonds were placed 
at $19.9 billion at the year-end, up 
$1.7 billion. Their proportion of total 
life company assets at the end of this 
year was estimated at 20.7% com- 
pared with 20.1% at the end of 1955. 
Total holdings of public utility 
bonds were estimated at $14.5 billion, 
up more than $500 million, and rep- 
resenting 15.1% of assets as compared 
with 15.4%. Railroad bond holdings 
were placed at $3.9 billion, practically 
the same as the year before, with the 
(CONTINUED ON PAGE 13) 








Franklin Life Presidential 


Campaign Is Best Ever 


Franklin Life’s 1956  president’s 
birthday campaign broke all previous 
records with $87,746,131 in new sales 
registered during the contest which 
extended from Oct. 15 through Nov. 





Franklin Life officials “cut the cake” at the conclusion of a successful and 


record-breaking president’s campaign. 


Left to right are: Lillian Gilster, assist- 


ant director of sales promotion; George E. Hatmaker, vice-president and secre- 
tary; J. V. Whaley, vice-president and director of agencies; President C. E. 
Becker; Charles Becker Jr., vice-president, James A. Hands, vice-president 
and manager of agencies; R. A. Frederick, administrative vice-president; and 
F. J. O’Brien, vice-president and director of sales promotion. 


30. Patterned on the theme, “Around 
the World with C. E. B.,” the drive 
paid tribute to President Charles E. 
Becker and pushed past the record- 
breaking $85 million figure set by last 
year’s campaign, when in one “C.E.B.” 
day, Franklin agents produced more 


than $23 million. The contest this year 
placed special emphasis on the com- 
pany’s insured saving plans. Four lead- 
ing producers and their wives will be 
awarded all-expense paid trips to the 
home office in Springfield, Ill., after 
the first of the year. 





And 
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Here's What to Tell People Who Say 
Government Should Ease Money Rates 


The basic cause of “tight money”’ is 
a great and abundant prosperity and 
high confidence in the future, which 
have combined to create a demand for 
credit and investment funds greater 
than the amount of money the people 
are saving. To meet this situation, we 
need to spend less and save more. 

These views were expressed by 
Treasury Undersecretary Burgess at 
the 50th anniversary meeting of Life 
Insurance Assn. of America in New 
York City. 

“A few months ago,” Mr. Burgess 
said, “all too many people believed 
that ‘tight money’ was simply a result 
of policies pursued by the federal re- 
serve system or by the Treasury. Your 
leaders have helped to explain that 
the causes of apparent scarcity of 
money run much deeper. 

“In this country we are now going 
through one of the critical struggles 
to maintain sound money, as signifi- 
cant, perhaps, as the gold and silver 
arguments of the middle 90s or the 
discussions 20 years later which re- 
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sulted in the establishment of the fed- 
eral reserve system. 

“This is a time when maintaining 
sound money inevitably hurts some 
people, and that means cries of dis- 
tress and political pressures on the 
people or institutions responsible for 
government monetary policies. 

e e e 

“It has been encouraging over re- 
cent months to find a growing public 
understanding of the issues, of the 
reasons why mortgage money, for ex- 
ample, is harder to get or why states, 
municipalities, and business are all 
paying higher prices for money.” 

Mr. Burgess cited the nation’s pop- 
ulation growth, the vast research pro- 
grams of business and government, 
and the encouraging economic climate 
the government is providing based on 
sound money and sound economic pol- 
icies, as major factors in the dynamic 
growth of the economy. 

“It is no wonder,” he continued, 
“that our total national product is 
breaking all records and that more 


Sure keeps a fellow on his toes nowadays, 


doesn’t it? 


Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 


small group, jumbo group. 
And also just plain old-fashioned Life 


Insurance, of which we sell some. 


THE 


NATIONAL LIFE 
AND ACCIDENT | 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 


people are working than ever before. 
All of this intensive activity takes 
money—more than ever before in 
peacetime. We must fund the money 
io finance this activity without infla- 
tion—without, in effect, printing new 
money. 

“But the savings we as a people are 
making are still not enough to pay for 
everything we want to do. The de- 
mand is just much greater. Thus the 
first thing we must do is to exercise 
some restraint in spending—not to try 
to do everything at once. Higher 
money rates and tight money act as 
such a restraint. That is why the fed- 
eral reserve system is allowing money 
rates to rise, as the demand for funds 
continues to outrun the supply. 

e te e 

“The only sound way to finance 
more rapid economic growth is by in- 
creasing savings. Higher money rates 
themselves encourage savings. Higher 
rates mean that banks are offering 
their depositors greater inducements 
to save. Higher rates also make life 
insurance more attractive as _ insur- 
ance companies are able to raise their 
dividends to policyholders. Of course, 
these higher rates take time before 


they actually result in higher savings, 
but the American peopie have sharp 
pencils, and they are today respond- 
ing to these more attractive rates.” 

Another incentive to save is confi- 
dence in the continuing value of the 
dollar, Mr. Burgess stated. Since 1952, 
he declared, we have enjoyed a re- 
markable period of price stability, re- 
flecting the determination of the gov- 
ernment to help keep the dollar 
sound. 


“Bursts of inflation,” he said, “are 
too often the prelude to recession and 
unemployment. But if we continue 
present policies—with effective credit 
restraint, stable prices, and a growing 
interest in savings—our prospects for 
the sustained and vigorous growth of 
our country stagger the imagination.” 

Mr. Burgess thanked the life insur- 
ance business for its assistance and 
advice on the Treasury’s financing 
problems and on the general economic 
situation. He was particularly appre- 
ciative of the support given by the 
life companies to mortgage financing 
through the voluntary mortgage pur- 
chase plan. 

“Real estate financing was one of 
the areas hardest hit by scarce 
money,” he stated. “Your efforts have 
been most helpful in meeting a real 
human need in making mortgage 
money available for low-cost housing 
in areas where it was scarce. When- 
ever the mortgage market is tight, the 
social and political pressure for put- 
ting the government directly into 
mortgage lending is very great. That 
we should avoid just as far as possible. 
It hurts the budget, delays tax reduc- 
tions, and has all the disadvantages 
of extending governmental paternal- 
ism into the lives of our people.” 





Ohio National Policy 


Dividends to Increase 


National Life policy dividends pay- 
able in 1957 will amount to 21% more 
tnan those paid in 1956 when both 
the increases in business and the in- 
crease in scale are reflected. Approx- 
imately one-third of the additional 
amount payable is due to the increase 
in dividend scale, the fourth such in- 
crease in the last five years. The in- 
creases are applicable to most policies 
issued on former rate bases, as well as 
to most policies of this current series. 

Increases also were voted in the in- 
terest rate payable in 1957 on policy 
and contract funds. Except where the 
guaranteed rate is higher, the interest 
rate declared on dividends left to ac- 
cumulate is 34%, an increase of one- 
fourth of 1%. This increase rate is al- 
so applicable to policy proceeds being 
paid under supplementary contracts 
and eligible for excess interest divi- 
dends, except that the rate is one- 
fourth of 1% less for proceeds left at 
interest subject to withdrawal. 


LAA Seeks Facts on 


Surveys by Companies 


Goldie Dietel of Equitable Society, 
compiling information for a_ special 
Life Advertisers Assn. project, has 
circularized members to learn wheth- 
er their companies have done research 
or surveys in specific areas. 

The areas of content are sales pro- 
posals, consumer language for national 
advertisements, gaining readership for 
publications, merchandising a promo- 
tion to agents, and merchandising an 
advertising program to and through 
agents to the public. 








Richard J. Anderson, assistant to 
the director of the Battelle Memorial 
Institute, will address Columbus Life 
Underwriters Assn., Jan. 21, on ‘“Re- 
cent Developments in the Peaceful 
Uses of the Atom.” 
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See ‘57 Money Demand 
Exceeding Supply 


(CONTINUED FROM PAGE 11) 
proportion of assets coming to 7.9% as 
compared with 9.5%. The decline in 
holdings of U. S. government securi- 
ties, Mr. O’Leary stated, is a measure 
of the great pressure which lending 
institutions have been under this year 
to raise funds to meet the huge de- 
mands for capital funds. 

Life company holdings of preferred 
and common stocks were estimated at 
$3.65 billion, virtually the same as the 
year before. All other assets combined 
were placed at $13.6 billion as com- 
pared with $12.7 billion. 

Net investment earnings of all U. S. 
life companies in 1956 are estimated 
at approximately $3.3 billion, up $300 
million. The net rate of investment 
earnings will approximate 3.63% as 
compared with 3.51% last year, and 
the rate after taxes will be about 
3.33% as compared with 3.23%. 

Mr. O’Leary reported that the vol- 
untary home mortgage credit pro- 
gram, which has been in full opera- 
tion for a little over a year and a half, 
had placed loans for $208.5 million as 
of the end of October this year. The 
program, backed by life insurance 
companies and other private lenders, 
has the basic purpose of expanding 
the availability of government-in- 
sured and guaranteed mortage loans 
from private sources to credit-worthy 
applicants in small communities and 
remote areas and to minority groups, 
and thus to eliminate any need for di- 
rect VA mortgage loans or FNMA 
purchases of mortgages in these 
areas. From its inception through the 
end of October, 23,511 loans were 
placed, the overwhelming part to own- 
er-applicants. 

Mr. O’Leary gave some figures on 
acquisitions and sales of common 
stocks by life companies contained in 
data submitted to the Senate banking 
and currency committee for its study 
of the impact of institutional invest- 
ment upon the stock market. The fig- 
ures were based on the investment ac- 
tivity of 25 life companies, which at 
the end of 1954 owned approximately 
85% of the common stock held by all 
U. S. life companies. 


Taking the 33-month period from 
January, 1953 through September, 
1955, the figures showed that the 25 
life companies acquired 13.3 million 
shares of common stock for a cash in- 
vestment of $328 million and disposed 
of 4.3 million shares for $168 million. 
Only about one-third of the shares ac- 
quired in this period were purchased 
on an organized exchange, the balance 
being acquired in the over-the-counter 
market, through secondary distribu- 
tions, or directly from the issuer. 

As to the importance of life com- 
pany common stock transactions on 
organized exchanges, Mr. O’Leary es- 
timated that the purchases of the 25 
companies on national and Canadian 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Seuthem California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 


exchanges amounted to’ 18/100 of 1% 
of Securities & Exchange volume fig- 
ures for the 33-month period, and that 
the total number of shares sold on 
these exchanges represented only 1/10 
of 1% 


Arkansas Agents Tell 
Legislative Aims of ‘57 


Representatives of life agent asso- 
ciations in Arkansas appeared before 
a special governor’s insurance and 
banking study committee in Little 
Rock recently to make known its leg- 
islative objectives for 1957. Prime tar- 
get of the Arkansas agents is the es- 
tablishment of a model agent’s quali- 
fication and licensing bill. Arkansas 
is one of 14 states which still has not 
adopted the written examination re- 
quirement for issuance of a license to 
a life agent. 

Other legislative aims of Arkansas 
agents are the amendment of the 
state’s group law to reduce from 25 to 
10 the number of lives covered under 
a group contract and enactment of a 
20/40 group limit formula; the enact- 
ment of an anti-tontine bill; an in- 


crease in appropriations for the Ar- 
kansas department with the estab- 
lishment of a life division and life ac- 
tuary; and stiffer regulations of both 
new companies and security sales of 
domestic insurers. 

Pointing out that there are only 
three or four states still permitting 
the issuance of tontine policies, Ar- 
kansas life agents want to outlaw all 
forms of tie-in sales, including ton- 
tines, semi-tontines, so-called “estate 
builders,” or “investment funds,” and 
stock-with-policy schemes. 

Life agents pushing for stiffer in- 
surance laws in Arkansas have formed 
a group which is called Legislative 
Conference of Life Underwriter Or- 
ganizations of Arkansas. This organi- 
zation is composed of representatives 
from the Arkansas state association, 
the 13 local associations in Arkansas, 
Little Rock General Agents & Man- 
agers Assn., and Arkansas Leaders 
Round Table. The spokesman for this 
organization is Foster Vineyard, Aetna 
Life, Little Rock. 

The governor’s study committee is 
a five-man group named by Gov. Fau- 
bus several weeks ago and charged 


with conducting a study for proposed 
legislation that would strengthen Ar- 
kansas laws as concerns regulation of 
life companies, their organization and 
capital stock structures, sales of capi- 
tal stock, and other matters. The gov- 
ernor’s committee is headed by E. J. 
Jackson, assistant counsel for Na- 
tional Old Line of Little Rock. 





National Farmers Union Buys 
Fidelity L.&D. Lite Policies 


National Farmers Union Life has as- 
sumed the life policy liability and cer- 
tain assets of Fidelity Life & Disability 
by purchasing policies amounting to 
approximately $5 million in face value. 
Both companies are headquartered in 
Denver and policyholders are located 
mainly in Colorado, New Mexico, Utah 
and Arizona. 





Harold F. Bowes, Phoenix Mutual 
Life, Milwaukee, was guest speaker 
at the December luncheon of Madison 
Life Underwriters Assn. 





Milwaukee Life Managers & Gen- 
eral Agents Assn. held its annual 
Christmas party at the Plankinton ho- 
tel. 
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Olshen of West Coast Hits New Mortality Table 


(CONTINUED FROM 


PAGE 4) 





portion of their total business has re- 
sulted from the so-called target plan 
or plans. 

However, when a smaller company 
attempts to meet the competition by 
following suit they have found in 
many instances that well over half 
their business comes from the target 
plan. It is not so much the pressure 
of the deficiency reserve requirement 
of the small company which is the ser- 
ious element but the fact that some of 
these rates have been so low that all 
of the future earnings have been 
hypothecated, at least from this plan, 
as the asset shares on a realistic ba- 
sis would show that a profit from the 
plan would never be realized. Thus, a 
sufficiently high volume of such busi- 
ness can jeopardize the future solven- 
cy of the small company finding itself 
in this position. 

The solution lies not in eliminating 
the deficiency reserve requirement 
but, to the contrary, in maintaining 
this floor under the rate structure. In 
fact, the deficiency reserve require- 
ment has served as a safety factor in 
insurance regulation. While it is rec- 
ognized that life insurance rates of 
themselves are not regulated as to 
maxima and minima, in effect, the de- 
ficiency reserve requirement was es- 
tablished for and has fulfilled exactly 
the purpose of main‘aining a rate sol- 
vency level. 

The sources of your information 
have apparently misled you to support 
the concept (1) that companies now 
are charging rates as low as the CSO 
net (for all plans) and would desire to 
pass on further reductions (for all 
plans) provided a new mortality table 
would be adopted which could ve used 
without taking them to deficiency re- 
serve requirements and (2) that such 
a table would be a boon to the newer, 
smaller companies by improving their 
competitive position and allowing 
them to reduce their rates below the 


CSO table. It would be very interest- 
ing if anyone could turn up any such 
“newer, smaller company” whose 
costs of operation, etc., could justify 
the use of a gross rate lower than the 
CSO net. 

It is very interesting to note that 
when the CSO (1941) table was origi- 
nally being proposed some articles 
were erroneously circulated to the ef- 
fect that “now that the life insurance 
industry was eliminating its old Amer- 
ican Experience table and substituting 
a modern mortality table the redun- 
dancy in premiums would be elimi- 
nated and premiums would generally 
be reduced to the public.” 

e 7. o 

The industry found itself in the po- 
sition of having to spend considerable 
sums of money and put forth consid- 
erable effort to inform the public that 
a gross premium is arrived at from 
careful study of the total amount of 
funds needed by the life company to 
meet its mortality costs, its expenses, 
etc., and when thus determined the 
actual dollars and cents charged be- 
comes independent of whether you 
load a net CSO, a net American Ex- 
perience, a net National Fraternal 
Congress or any other table to obtain 
same—in other words, the public was 
informed that the substitution of the 
newer table of itself would not reduce 
gross premium rates. 

This was so ably reported, with ref- 
erence to the newly proposed mortal- 
ity table, on page 11 of your Nov. 16 
issue wherein your second paragraph 
reads: “These mortality improvements 
already have been reflected in the 
actual costs of life insurance to the 
public and thus the new table would 
have little effect on such costs.” The 
following closing sentence of that ar- 
ticle is also in conflict with your as- 
sumptions in the Nov. 9 article: ‘““How- 
ever, the adoption of the table would 
have little effect on the cost of insur- 


ance to policyholders, since the actual 
cost already reflects the improvements 
in mertality, through the dividend 
scale in mutual companies § and 
through the gross premiums charged 
in stock companies.” 

The adoption of a table such as pro- 
posed, with as “thin” a margin and 
as “narrow” a base as that proposed, 
in my opinion, would do a gross dis- 
service to the smaller non-participat- 
ing companies as well as (in the long 
run) the general insurance business 
and the public at large. Such a pro- 
posal brings back recollections of some 
of the testimonies at the time of the 
Armstrong investigation relative to 
competitive practices which brought 
not only insolvencies but general ill 
repute to the industry as a whole. 

Having had some association with 
insurance department regulation, I 
have serious doubts that the NAIC at 
its meeting in Miami will adopt the 
proposed table at this time with 
its tremendous, far-reaching effects, 
without there even having been a 
broad, comprehensive evaluation of 
the effects nor an open industry hear- 
ing in advance. 





Brown of Colonial Says 
Foes of Table Mistaken 


(CONTINUED FROM PAGE 4) 
prevented from so doing are the small 
companies and their competitive posi- 
tion will therefore be much worse. 
The true interest of the policyhold- 
ers, the small companies and the in- 
surance industry requires the prompt 
removal of this artificial barrier, 
namely, the present valuation stand- 
ard, the 1941 CSO table, coupled with 
the deficiency reserve statute, to the 
lowering of non-participating premi- 
ums and its replacement by a safe 
modern table. 

The study made by the committee 
of the Society of Actuaries and the 
committee appointed by the National 
Assn. of Insurance Commissioners is 
sufficient proof that the table pre- 





There’s Something Special About a Maccabees Agent 
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The Maccabees Agent has a new tool to work with. 
Called the Whole Life Special Plan, it is an economy $10,000 
life insurance package that opens new doors to 
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sented to the commissioners is safe 
and suitable for valuation of cur- 
rently issued policies. 

In any company, its own experience 
and judgment of future experience in 
expenses, interest and mortality, etc., 
should be the basis for setting pre- 
mium rates and not the deficiency 
reserve statutes when used with an 
old valuation table. 

In conclusion, it must be pointed 
out that the use of this table is in- 
tended to be optional with the com- 
pany. Consequently, participating com- 
panies and those companies which do 
not wish to use it should have no con- 
cern. 





Implications of ‘600-Mile 
City’ Traced by Panel 


(CONTINUED FROM PAGE 7) 
ing income levels. Both people and in- 
dustry are moving farther and farther 
out to find the space they want and 
need, he said. Despite this trend, he 
said there was little to worry about 
the danger of a shortage of farmland 
or recreational space for our growing 
population. 

Mr. Whyte discussed the sociologi- 
cal consequences of the transforma- 
tion the country is going through. 

Despite this post-war trend toward 
uniformity and interchangeability, Mr. 
Whyte said, the desire in people for 
difference is likely to bring a change 
in the future. Instead of the uniform 
mass housing which has been so char- 
acteristic of the last decade, he con- 
tinued, he foresaw a sort of fragmen- 
tation in the future, with a series of 
communities each catering to a differ- 
ent age and income group. 

Mobility is the dynamic influence 
in this trend, Mr. Whyte stated, and 
continued: ; 

“The important thing about this mo- 
bility is that it breeds more mobility; 
for once a person has learned to adapt 
himself, to shift, to change environ- 
ments, that much easier is it for him 
to adapt to yet another and to desire 
another when the time is right.” 


One of the major consequences of 
the growth of “Interurbia” is its im- 
pact on the manpower problem, al- 
ready difficult in many areas, said 
Mr. Strouse. The core of the man- 
power problem, Mr. Strouse said, is 
the fact that the non-productive part 
of the population has been showing a 
faster rate of growth than those in the 
productive ages. 

Declaring that the current manpow- 
er shortages apparently will continue 
through the next decade or so, accord- 
ing to statistics, Mr. Strouse contin- 
ued: 

“The dispersion of many types of 
businesses away from the large cities 
will provide ample opportunity for the 
full or part-time employment of in- 
dividuals who must work within min- 
utes of home, if they are to work at 
ae : 

“With at least a 50% increase in 
gross national product in 1965 over 
1955, and with only an 8% increase 
in our effective working force, and an 
actual decrease in the development 
group between 25 and 45 years of age, 
the art of management faces a chal- 
lenge in the human field of action not 
unlike that met so successfully in the 
field of production.” 





Mich. Assn. Hears DeYoung 


Jay DeYoung, Jay DeYoung & As- 
sociates, addressed Western Michigan 
Assn. of A&H Underwriters at the 
December meeting. 
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Discuss Compulsory Ability 


Criteria for Actuaries 


(CONTINUED FROM PAGE 8) 
found that a larger number feit that 
an employer who self-insures a group 
A&S plan must obtain a license as an 
insurer and become subject to insur- 
ance regulation. 

Thomas P. Bowles Jr. of Bowles, 
Andrews & Towne pointed out that a 
consulting actuary for small compan- 
ies must be prepared to act as a man- 
agement consultant. 

R. Wesley Shope of Huggins & Co. 
said that one of the current problems 


facing consulting actuaries is that re-, 


sulting from mergers, consolidations, 
and purchases of small companies. 

John K. Dyer, Towers Perrin, re- 
ported on the activities of the commit- 
tee on experience under self-admin- 
istered retirement plans. 

F. P. Sloat of Terribery & Co. felt 
that a consulting actuary must not 
urge or direct a client in making his 
decisions. Keath P. Gibson, Towers 
Perrin, said there are two types of 
employers; those that depend entirely 
on the actuary and those that want to 
know all the details. B. Russell Thom- 
as, Wyatt Co., said the consulting ac- 
tuary’s duties depend on how far the 
employer has gone in the installation 
of the pension plan. 

Stuart J. Kingston, consulting actu- 
ary, described the many kinds of con- 
sulting actuaries that practice and 


that the service an employer can ex- 
pect will depend on the particular 
kind of consulting actuary that he 
chooses. 

Mr. Sloat explained that the con- 
sulting actuary must explain to the 
employer the results of various meth- 
ods-of valuations and the underlying 
assumptions. 

Henry E. Blagden, Prudential, said 
more emphasis should be put on ex- 
plaining what the ultimate cost will 
be irrespective of the initial cost. 

William F. Marples of George B. 
Buck said that a consulting actuary 
must use similar existing plans, with 
similar persons covered and in similar 
climatic conditions, as a guide to cost 
of proposed new plans. 

Samuel N. Ain, consulting actuary, 
explained the four major changes re- 
sulting from the revisions in the In- 
ternal Revenue Department regulations 
concerning pensions and profit-shar- 
ing plans. Sam H. Huffman, Wyatt 
Co., said that he would recommend a 
cash profit sharing plan for regular 
employes and a deferred plan for ex- 
ecutives and supervisory personnel. 





Claim Convention Set 


International Claim Assn. will hold 
its annual meeting in Atlantic City, 
N. J., at the Chalfonte-Haddon Hall, 
Sept. 8-11. The convention opens with 
a reception Sunday evening to afford 
older members opportunity for reunion 
and new members a chance to meet 
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Confederation Life Announces... 


Greater Benefits for 
Accidental Death and 
4% Interest on Dividends 


Because it is progressive, Confederation Life is expanding. 
Extended benefits and increased interest rate are two of 
the reasons for this! 


For example, the holder of Confederation Life’s Acci- 
dental Death and Dismemberment benefit now receives: 


1. Double face value in case of accidental death. 


2. Triple face value in the case of accidental death while 
a fare-paying passenger in a licensed bus or taxi, 
streetcar, train, ship or commercial aircraft or due to 
a fire in a hotel, theatre, school or Government 
building. 


3. Generous payments for accidents resulting in the loss 
of limbs, eyes, fingers and thumbs. 


(Benefits 2 and 3 not available in Pennsylvania) 
; 


This almost unique benefit stays in force until the 
policy owner reaches the age of 65. 








4% INTEREST 

In addition to such wide coverage, Confederation Life 
now pays 4% interest on dividends left on deposit, an 
exceptionally high rate. 











THREE NEW STATES 


Continued expansion of the Confederation Life branch 
network within recent months embraces three new states, 
New Jersey, Connecticut and Rhode Island. For further 
information, which will be of value to your operations, 
consult the home office or any of the following offices— 


Michigan Ohio 
Bay City Lansing Canton Columbus 
Detroit Pontiac Cincinnati Elyria 
Flint Port Huron Cleveland Toledo 
Grand Rapids 
Pennsylvania Hawadii 


Philadelphia, Pittsburgh Honolulu, Hilo, Wahiawa 


onfederation Life 


ASSOCIATION 


Founded 1871 


Home Office Toronto, Canada 


Eugene P. Higgins 
Clayton Williams 








Bourse Building 
Philadelphia 6, Pa. 
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Adams Cites Effort 
to Undermine State 


Control of Insurers 

NEW YORK—Future implications of 
federal versus state regulation of the 
insurance busi- 
ness, the growth 
of group life and 
A&S _ insurance, 
and the improved 
mortality experi- 
ence of the com- 
panies were dis- 
cussed by Claris 
Adams, executive 
vice-president and 
general counsel of 
American Life 
Convention, in an 
address at Life In- 
surance Assn. of America’s 50th an- 
niversary meeting. 

Mr. Adams pointed to the broad in- 
fluence of LIA on the insurance busi- 
ness over the years, the strength and 
quality of its leadership, and to “the 
magnitude of the service which it ren- 
ders so expertly.” 





Claris Adams 


Turning to government supervision 
of the insurance business, Mr. Adams 
said the policy of state regulation of 
life insurance has been challenged 
time and again in past years, but un- 
_til now has not been changed. 

“However, two Senate subcommit- 
tees have questioned the efficacy of 
state control and suggested consider- 
ation of amending the McCarran act 
in the recent past,’’ he continued. “A 
month ago it was reported that ‘a 
qualified source’ in the SEC predicted 
a review of the ‘basic over-all prob- 
lem of the relationship of federal reg- 
ulation to the insurance industry.’ And 
an attempt of the FTC to exercise 
jurisdiction over insurance advertis- 
ing in a case which by implication 
would give that body the power to po- 
lice all operations and practices of the 
companies alieged to be unfair or de- 
ceptive is now in the courts.” 

Mr. Adams said that state supervi- 
sion now rests on simple statutory 
authority. 

“It is a mere matter of congres- 
sional policy,” he said. “The issue 
probably will be a recurring one. The 
outcome doubtless will be determined 
by events. There is one certainty: The 
best defense against federal regula- 
tion is to justify public faith in state 
supervision.” 


Commenting on the growth of group 
life insurance, Mr. Adams said it is 
not apparent that it “has made its re- 
markable gains, primarily at least, at 
the expense of ordinary. I hope that 
it never will. My chief concern in this 
area is that neither social security nor 
group insurance will be so far expand- 
ed beyond its legitimate social purpose 
that we will develop a_ philosophy 
among oncoming generations that the 
major part of a man’s security should 
be provided either by government or 
employer instead of through volun- 
tary personal savings.” 

The recent widespread entry of 
companies into the A&S field is of 
great significance, Mr. Adams said. 

“There is no more sensitive politi- 
cal area than that of medical care, 
hospitalization and disability benefits 
for the public at large,” he went on. 
“Private carriers are in a race against 
time with proposals for governmental 
intrusions. I am convinced that sooner 
or later the cost of medical care will 
be insured generally in this country in 
some way by someone. I hope that, to 
the greatest extent practical, the job 


will be done by private insurance.” 

Discussing the size and strength of 
the life insurance business, Mr. Ad- 
ams said that “the life insurance rec- 
ord is one of great growth, genuine 
achievement, and real progress. How- 
ever, the underinsurance of life val- 
ues in America remains a continuing 
challenge. We have not yet ap- 
proached the practical limits of our 
possible service to society.” 

Life insurance has greatly broad- 
ened its service in the past years, Mr. 
Adams said, and this liberalization in 
underwriting has been made possible 
“by improved mortality experience 
due to the advance in medical science, 
health education, public sanitation, 
and improved dietary habits of the 
populace. Indeed the improvement in 
mortality has been so marked in re- 
cent years that a revision of the new 
commissioners’ table, which was 
adopted generally only about 10 years 
ago, is being urged in some quarters.” 





Wis. Supreme Court Upholds 
Pru. Denial of $12,500 Policy 


The Wisconsin state supreme court 
has upheld a judgment by Civil Judge 
Rahr, Green Bay, allowing Prudential 
to refuse payment on a $12,500 life 
policy to the widow of a Green Bay 
man. The high court affirmed Judge 
Rahr’s judgment that Kenneth Gib- 
son of Green Bay had withheld re- 
quired information from the examin- 
ing doctor for Prudential when the 
policy was taken out. 

Mr. Gibson died of cancer in 1953, 
less than two years after he was ex- 
amined by a Green Bay doctor for the 
policy. Mr. Gibson, who had visited 
another doctor several months before 
because of a lump he had, did not tell 
the examining doctor for Prudential 
that he had done this. However, the 
company doctor said the lump did 
not affect Mr. Gibson as an insurance 


risk. Yet, another doctor later removed. 


the lump after diagnosing it as a tu- 
mor. 

An award by jury of the insurance 
money to Mrs. Gibson was set aside 
by Judge Rahr in 1955, and Mrs. Gib- 
son had apvealed this case on grounds 
that the es.oppal statute applied. 

This statute provides that when an 
examination is made by a medical ex- 
aminer for an insurer and the doctor 
approves the application that the com- 
pany then is precluded from the de- 
fense that the applicant was not in 
good health at the time of delivery of 
the policy. 
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COMPANY & AGENCY CHANGES 





John Hancock 


Carl V. Lindstrom, assistant secre- 
tary since 1953, has been appointed 
claim director, under Laurence B. Gil- 
man, 2nd vice-president, claims. Paul 
Gilday and Albert C. Kunstler, claim 
consultants, have been elected assist- 
ant secretaries. Walter W. Jenkins and 
Eric Ward, assistant claim consultants, 
have been promoted to claim consult- 
ants. Mr. Lindstrom, with John Han- 
cock for 37 years, is chairman of the 
life committee of International Claim 
Assn. and vice-chairman of Eastern 
Life Claim Conference. Mr. Gilday, 
with the company since 1928, became 
district inspector in 1932. Mr. Kunst- 
ler, with the company 38 years, was 
assistant department manager before 
being appointed claim consultant in 
1953 


Great-West Life 


Two promotions have been made in 
the Great-West Life comptroller di- 
vision. J. A. Hillman, formerly an as- 
sistant comptroller, has been promoted 
to associate comptroller and W. P. 
Latournerie has been named assistant 
comptroller. Mr. Hillman joined the 
company in 1951 as chief accountant 
and last year was appointed an assist- 
ant comptroller. Mr. Latournerie joined 
Great-West Life in 1932 and served 
as supervisor in several areas of the 
comptroller division and was appoint- 
ed manager of premium collections in 
1954. 


Sun Life of Canada 


H. R. Facey has been appointed su- 
perintendent of agencies for group 
sales and W. F. Watson, assistant su- 
perintendent of agencies, has been ap- 
pointed Sun Life’s group pensions of- 
ficer. A. A. Ingalls has been named as- 
sistant superintendent of agencies and 
W. B. Keith has been appointed agen- 
cy secretary. Other appointments are: 
C. L. Brodie, superintendent of claims 
while continuing in charge of the 
A&S claims department; T. M. Galt, 
associate actuary; A. C. M. Robinson, 
assistant actuary, and J. G. Ireland, 
assistant group actuary. 

Also, W. J. Hulbig and B. R. Ritchie, 
assistant general counsels; W. J. Mc- 
Carthy, assistant treasurer and J. W. 
Popkin, economist, in the investment 
department, and L. M. Clark, formerly 
supervisor, planning department, as- 
sistant planning officer. 


Ohio National Life 


Walter C. Kautz has been named 
mortgage loan secretary and Charles 
G. Brown has been promoted to se- 
curities secretary. Mr. Kautz joined 
the company in 1946 and has been 
mortgage loan supervisor since 1952. 
Mr. Brown joined in 1949 and has 
been a securities analyst. 


Lincoln National Life 


Donald A. Pahl has joined the rein- 
surance department of Lincoln Na- 
tional Life as reinsurance supervisor. 
He has been in. insurance for seven 
years, five years as a senior under- 
writer and two years as an under- 
writing department manager. 


Equitable Society 


Harry F. McGurk, with the com- 
pany since 1926, has been appointed 
assistant superintendent of the cor- 
respondence division in its policy is- 
sue and service department. He had 
been in policy claims department for 
10 _years before transferring to the 
va issue and service department in 


Occidental of Cal. 


Stanley L. Gaskins has been ap- 
pointed advertising assistant. He has 
been advertising manager of a home 
development firm in Cincinnati. 


Guardian Life 

G. Russell Clark, executive vice- 
president of New York Clearing House 
Assn., has been elected a director. He 
joined the clearing house in 1919, ad- 
vancing to assistant manager in 1937 
and manager in 1948. His title was 
coon to executive vice-president in 
1954. 


Bankers Life of lowa 


Donald Gatchell, with the Gudmun- 
son agency of Bankers at Sioux Falls, 
S.D., has been appointed a field su- 
pervisor, effective Jan. 1. He will move 
to the home office at Des Moines to 
assume his new post. Mr. Gatchell 
joined Bankers Life as a member of 
the Sioux City agency at Yankton, 
S. D., in 1951. 


Pacific Mutual Life 


Martin G. Strieter has been named 
superintendent of the company’s group 
department issue division. He joined 
Pacific Mutual in September after 
seven years of insurance experience in 
the midwest. 


Bankers National Life 


H. Horton Humphrey, Newark gen- 
eral agent since 1947 for Aetna Life, 
has been appoint- 
ed general agent 
of the home office 
agency. He entered 


life insurance in 
1935 with Trav- 
elers, going with 


Aetna Life in 1942 
at Baltimore. Mr. 
Humphrey was 
president of 
Northern N. J. 
Life Underwriters i : 
Assn. in 1950, and H. H. Humphrey 
president of Northern N. J. General 
Agents & Managers Assn. 


Pacific National Life 


John Masone, formerly with Pacific 
National Life at Berkeley, has been ap- 
pointed a home office agency super- 
visor. His initial assignment in the 
new post is the development of gen- 
eral agencies in Montana, especially 
in Butte, Great Falls and Missoula. 
While working in this area, Mr. Ma- 
sone will have offices at the Evans 
agency of Pacific National at Butte. 
Mr. Masone was in insurance for five 
years before joining Pacific National. 


State Life of Indiana 


Edward E. Fisher, formerly with 
Commonwealth Accident & Life and 
then later with Metropolitan Life at 
San Antonio, has been appointed San 
Antonio agency manager for State Life 
of Indiana, with offices on the sixth 
floor of the Maverick building. He suc- 
ceeds the late W. F. C. Arnold, who 
was with State Life for more than 30 
years. 


United Benefit Life 


A. S. Quinn Jr. has been appointed 
manager of the Topeka district office 
of Mutual Benefit H.&A. and United 
Benefit Life. He has been with the 
company since 1946 when he joined 
the Morgan agency at Atlanta. He was 
made sales manager there in 1950 and 
in 1956 was named southern regional 
director for the sales division. He is a 
past president of Atlanta A&H Assn. 


Old Line Life 


Two staff members of Buckman 
agency of Milwaukee have been ap- 
pointed vice-presidents. Jerry E. Clif- 
ford will be in charge of agency de- 
velopment and Norman D. Hempe 
will supervise advanced underwriting. 
Mr. Hempe has been with the Old 
Line Life agency for 11 years and 
Mr. Clifford has been an agent there 
for nine. 








Travelers 


Malcolm C. Holliday has been ap- 
pointed manager at Quebec, David W. 
Erwin at Houston, 
John S. Small at 
Omaha, Malcolm 
W. Dunlevie_ at 
Newark, and Wil- 
son W. Meunier at 
Springfield, Mass. 
Harold K. Myers 
has been named 
brokerage man- 
ager at Cleveland. 
Mr. Holliday, as- 
sistant manager at 

Quebec since July, 

M. C. Holliday joined the com- 
pany as a field supervisor at Montreal 
in 1953. Mr. Erwin, manager at Omaha 
since 1955, joined the company as a 








J. S. Small D. W. Erwin 


field supervisor at Dallas in 1948 and 
was advanced to assistant manager at 
Dallas in 1951. Mr. Small entered the 





M. W. Dunlevie W. W. Meunier 


business with Travelers as a field su- 
pervisor at Newark in 1951 and was 
promoted to assistant manager in 1953. 
Mr. Dunlevie, manager at Houston 
since January, joined the company as 
field supervisor in Atlanta in 1949 and 
became assistant manager in 1951. He 
became assistant manager at Jackson- 
ville in 1953 and manager at Miami in 
1954. Mr. Meunier joined the company 
as field supervisor at Springfield in 
1952 and was named assistant man- 
ager in 1954. He was named manager 
at Hartford in 1955. He previously was 
with Phoenix Mutual and New Eng- 
land Life. Mr. Myers joined the com- 
pany at Cleveland in 1936, becoming 
field supervisor in 1937 and assistant 
manager in 1950. 

Fifty-seven other field appointments 
have been made. Field supervisors 
promoted to assistant managers are 
Carl Arnett, Birmingham; Carl J. Ad- 
ams, Little Rock; Glynn T. Price, Los 
Angeles; Wilfred W. Knight, Washing- 
ton; Herschel I. Riley, South Bend; 
Edgerly E. Watts, Des Moines; John E. 
Peterson, Boston; Allan J. Urquhart, 
Springfield, Mass.; James W. Glatz and 
Gerrit J. Van Westenbrugge II, Grand 
Rapids, Mich.; Wallace L. Sandberg, 
Minneapolis; Jeriel C. Moen, St. Paul; 
Lloyd A. Krone, Kansas City; John S. 
Smith, Newark; Richard J. Cully, 
Youngstown, O.; John S. Earwaker Jr., 
Philadelphia; James R. Umbarger, 
Pittsburgh; James D. Bostic, Nashville; 
J. A. Wayne Hinson and Woodie R. 
Ivey, Dallas; Alva H. Graham, Lub- 
bock; Alexander E. Beddow, San An- 
tonio; James R. Davis, Charleston; 
Franklin W. Gogins, Jr., Milwaukee; 
Alan A. Lister, Calgary; J. Gordon 
Dawson, Ottawa; W. Roy Shepherd, 
Toronto, and Jackson G. Pollock, Ham- 
ilton. 

Agency service representatives ap- 
pointed field supervisors are Edward 
C. Alger at San Francisco; William O. 





Tielert, Bridgeport; Webster T. Copp, 
Hartford; Thomas H. McAboy, Miami; 
Maynard A. Noble, Chicago; John W. 
Hall, Peoria; Ray Wharton, South 
Bend; George P. Munsey III, Worces- 
ter; Glen W. Dahl, St. Louis; C. Rob- 
ert Edman, Kansas City; Leslie T. See- 
ly, Jr., Newark; William R. Foster, 
Albany; William C. Huntress Jr., 
Philadelphia; Donald N. Lautner, Pitts- 
burgh; George J. Eckert, Jr., Nashville, 
and William B. Snyder, Lubbock. 

Assistant managers transferred are 
Neal S. Sutton, from Houston to St. 
Louis; Dean D. Plumpton, from Wor- 
cester to New York City; Blaine F. 
Olsen, from Columbus, O., to Salt Lake 
City, and Joseph H. Kovacs, from 
Youngstown to Milwaukee. Field su- 
pervisors transferred are Stanley F. 
Hopper, from Oklahoma City to Fres- 
no, and E. James Lyman, from Sioux 
City to Wichita. 

Robert B. Green has been appointed 
agency service representative at Wil- 
mington. Agency service representa- 
tives transferred are Robert B. Elling- 
wood, from Hartford to Washington; 
Ralph O. Osteen, from Nashville to 
Jacksonville; Earl H. Bell, from Dallas 
to New Orleans; Orrin A. Tubbs, from 
St. Paul to Kansas City; R. Edward 
Searles, from Providence to Albany, 
and Michael H. Roberts, from St. Paul 
to Cleveland. The headquarters of 
Robert B. Edwards, assistant manag- 
er, has been changed from Albuquer- 
que to Denver; the headquarters of 
Bruce Beaven, assistant manager, has 
been changed from Denver to Albu- 
querque; and the headquarters of Irvin 
D. Martens, assistant manager, has 
been changed from Omaha to Lincoln, 
Neb. 


Security-Connecticut 


Robert W. Carr has been appointed 
general agent in New Hampshire with 
headquarters at Laconia. Mr. Carr 
started in life insurance with Aetna 
Life in 1945. He was formerly chair- 
man of the insurance committee of the 
New Hampshire house of representa- 
tives. 


Home Life of N. Y. 


William Rafkind has been named 
manager of a new agency in Miami, 
the second opened 
in that city within 
four months. Mr. 
Rafkind entered 
the business seven 
years ago at Mi- 
ami and has been 
associate general 
agent in charge of 
John _ Hancock’s 
Miami branch of 
its Jacksonville 
agency. He is a 
life member of 
Million Dollar 
Round Table and 
a graduate of the 
Purdue institute. His agency will be at 
1200 S.W. First street until after Jan. 
15, when it will move to a permanent 
location at 1150 S.W. First street. 


Atlantic Life 


Arthur L. Feldman, formerly with 
the Gaynor, Gordon & Co. agency at 
Miami, has been 
appointed general 
agent there. Dan- 
iel A. Willis has 
been named as- 
sociate manager at 
Baltimore. Mr. 
Feldman started in 
insurance in 1939 
with M. C. Feld- 
man & Co., Inc., at 
New York. Mr. 
Willis was in the 
business seven 
years with Berk- 





William Rafkind 


A. L. Feldman 
shire Life before joining Atlantic Life. 


Kansas City Life 

William F. Bowers has been ap- 
pointed general agent at Minneapolis 
for Kansas City Life. Previously he 
was with the Eby agency in Wichita. 
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Ohio National Life 


George N. Wade, general agent at 
Harrisburg, Pa., for 36 years, has re- 
signed from active directorship of the 
agency, effective Jan. 1. His brother, 
Ken B. Wade, manager of the agency’s 
Lancaster branch, will become general 
agent. Mr. Wade, recently reelected to 
a to a fifth 4-year term as state sena- 
tor, said he would devote full time to 
his legislative post. He was a factional 
candidate tor the Republican nomina- 
tion for lieutenant-governor in 1950, 
and policital speculation has it that 
he will seek the GOP gubernatorial 
nomination in 1958. 


Equitable Society 


Appointed unit managers are C. 
Todd Brenneman, Williamsport, Pa.; 
Lester A. Varano, Wilkes-Barre, Pa.; 
Robert H. Colt, New York City; Leon- 
ard T. Eckstrand, Seattle; Larry S. 
MacDonald, Sheboygan, Wis., and Wil- 
liam H. Meyer, Beloit, Wis. 


Bankers Life of lowa 


C. E. Britton, formerly with South- 
land Life, has been named agency 
manager for Bankers Life at San An- 
gelo, Tex. He replaced Paul Mann, who 
has resigned. Mr. Britton entered in- 
surance in 1953 with Southland Life. 
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COMPLETE COVERAGE 
ALL UNDER OWE ROOF! 
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ACCIDENT & SICKNESS 


ie @ Group Life and Accident and Sickness 
One of the nation’s fastest growing companies, with com- 


petitive rates, top commissions and prompt underwriting. 
UNPARALLELED AGENCY FRANCHISES OFFERED: 
CONTACT JOHN & RAY, AGENCY VICE PRESIDENT 


i JEFFERSON NATIONAL 
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INDIANA 





Monumental Life 


Harold J. Werner has been named 
district manager at Wilmington. He 
joined Monumental at Chicago in 1947 
and was promoted to assistant man- 
ager in 1953. He has been training for 
a managerial post since 1955. 


RECORDS 


UNITED BENEFIT LIFE—The 
company marked its 30th anniversary 
with a record $33,612,460 in new busi- 
ness in November. The total eclipsed 
the previous 1-month record by $500,- 
000 and carried the company 10% 
above the $60 million goal set for its 
annual manager’s contest in October 
and November. Life insurance in force 
exceeds $1.6 billion. Production for 
the first 11 months was within $2 mil- 
lion of the 1955 total and is expected 
to top last year’s figure by 10%. Much 
of the credit for this record was given 
the new “double M” policy, which ap- 
peals to buyers of $25,000 or more. 


AMERICAN UNITED LIFE—No- 
vember, the 79th anniversary month, 
was highlighted by a record $22 mil- 
lion paid-for sales volume. Ordinary 
life sales so far this year are up 38%. 

BANKERS LIFE OF IOWA—New 
business for the first 11 months of 
1956 totaled $253,858,412, an increase 
of more than $29 million over the 
same period last year. Of this total 
$150,786,636 was ordinary and $103,- 
071,776 was group. November produc- 
tion totaled $21,291,547, including $15,- 
600,081 in ordinary and $5,691,466 in 
group. Total in force reached a new 
high of $2,616,210,805 at the end of No- 
vember, and of this total $1,623,019,120 
is ordinary and $993,191,685 is group. 


BUSINESS MEN’S ASSURANCE— 
Biggest sales for any single month 
were reported at the close of Novem- 
ber. Combined A&S, group and life 
production was 15% over the record 
November sales last year. Life sales 
for November this year were $30,050,- 
303, an increase of 39% over last year’s 
record. Life insurance in force now 
totals $1,140,110,525. 

Carrying on a 37-year tradition, No- 
bember was designated as Grant 
Month, with the entire company’s 
sales efforts dedicated to the com- 
pany’s founder, the late W. T. Grant. 
Winner of the annual Grant month 
trophy was Jack Curry of Los Angeles, 
and leading individual producer of 
premium volume was Frank Rocks of 
Chicago. H. G. Horn of Portland was 
high for paid life with $686,625 for the 
month. The Portland branch, managed 
by Mr. Horn, lead all B.M.A. branches 
and established the highest monthly 
production ever recorded. Twenty 
branches exceeded their records set 
last November and 17 set new all- 
time highs. 


UNION MUTUAL LIFE—Sales of 
life and non-cancellable A&S were up 
17 and 33%, respectively, during a 2- 
month “get out the vote” sales cam- 
paign in October and November. These 
were new records for a fall sales cam- 
paign. 

















Oakland-East Bay Agents Party 

The Oakland-East Bay Life Under- 
writers Assn. held its Christmas party 
at Villa De La Paix in Oakland. More 
than 100 prizes were contributed by 
the Oakland-East Bay General Agents 
& Managers Assn. 





Milwaukee Cashiers Elect Officers 


Milwaukee Life Insurance Cashiers 
Assn. has named Martin P. Larson, Old 
Line Life, as president; Harold M. 
Benitz, Prudential, vice president; Mrs. 
Palma Saxton, Penn Mutual, secretary, 
and Mrs. Mildred Clatworthy, Mutual 
Benefit, treasurer. 





Frederic W. Ecker, left, president of 
Metropolitan Life, who was elected 
chairman of the board of Institute of 
Life Insurance at its annual meeting 
last week, is greeted by the retiring 
chairman, Edmund M. McConney, re- 
tiring president of Bankers Life of 
Iowa. 


Macomb, 29th IIl. 
Association, Gets 
Its NALU Charter 


The NALU charter certificate was 
presented recently to the Macomb Life 
Underwriters Assn., the 29th local as- 
sociation in Illinois, by A. F. Moore, 








Northwestern Mutual Life, Ottawa, 
Ill., development chairman of the 
state association. There were 18 


agents at an organizational meeting 
for the new association last June, and 
by the time the charter was presented 
membership had grown to 25 and sev- 
eral prospective members had been 
lined up. It is expected that the size 
of this new Illinois association will 
grow to at least 40 agents. 

Charter members and their wives 
were present to witness the presenta- 
tion of the certificate and to hear the 
message of Mrs. Florence M. McCon- 
nell, John Hancock, Galesburg, imme- 
diate past chairman of Women’s Quar- 
ter Million Round Table. The new 
association also received the congratu- 
lations and well-wishes of Lorene W. 
Crawford, executive director of the 
state association; State Director Lu- 
ther A. Linman, Guarantee Mutual, 
Galesburg, and Carl E. Lindstrom, 
Travelers, Evanston, state association 
president. Other “wheelhorses” of the 
state association present were James 
Kenny, Metropolitan, Springfield; Ed- 
ward Kennedy and Taylor Stitt, presi- 
dents of local associations at Gales- 
burg and Springfield respectively, and 
Arnold Serenius, national committee- 
man from Rock Island. 

The new association already has 
gained local recognition for lending its 
effort to “service.” The association 
took over the McDonough County TB 
association’s 50th annual Christmas 
seal campaign.The association also 
took a “full page spread” in the Ma- 
comb Daily Journal, complete with 
photograph of the association mem- 
bers and the McDonough county seal 
sale children. Officers of the new as- 
sociation for the first year are James 
R. Garner, Northwestern Mutual, pres- 
ident; Raymond F. Keller, Prudential, 
vice-president; Chester J. Kowal, Con- 
necticut Mutual, secretary-treasurer, 
and Floyd T. Russell, Franklin Life, 
national committeeman. 





The office of the Oregon Insurance Depart- 
ment has been moved to 430 Ferry Street, Sa- 
lem. 
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Woodward of Equitable 
to Retire at Columbus 


George J. Woodward, manager at 
Columbus, O., for Equitable Society, 
is retiring after 29% years in man- 
agement, the last Mr. Woodward, a native of Kansas 
20 of them at Col- and one time head coach of Kansas 
umbus and Cin- State college, entered the business 
cinnati. He will with Equitable Society at Topeka. He 
remain in an ad- later was named district manager at Congress, has appointed the personnel 
visory capacity to St. Joseph, Mo., and then later at of three standing committees and two 
the agency which, Wichita. He was manager at Cincin- additional committees. The standing 











by, whom Mr. Woodward brought bringing four Equitable Society man- 
into the business in 1948, will take over agers into the business. Announcement 
the Columbus agency, and Milan B. of his retirement was made this week 
Johnson, formerly at Milwaukee, will at a Equitable luncheon in Columbus. 
assume management of the new Akron 
agency on Jan. 1. 


State Mutual Names 
Long V-P, Head of 
Agency Division 


State Mutual has promoted Joe B. 
Long to vice-president and head of the 
agency division. 
He also becomes a 
member of the 
management’ ex- 
ecutive commit- 


Appoint Membership 
To 5 NFC Committees 


Louis E. Probst, supreme chief rang- 
er of Independent Order of Foresters 
and president of National Fraternal 





after his retire- nati for 10 years before going to Co- committees and the chairman of each 
ment, will be di- lumbus in 1946. are: Law committee, Luke E. Hart, su- tee. 
vided with one Production at the Woodward agency preme knight of Knights of Columbus; Mr. Long, di- 


rector of agencies 
since 1954, joined 
State Mutual as 
superintendent of 
agencies in 1952 
after 13 years with 
Provident Mutual. 


revision of blanks committee, Samuel 
Eckler, Independent Order of Forest- 
ers, and security valuations committee, 
Joseph H. Sudimack, Greek Catholic 
Union. The two additional committees 
and the chairman of each are: public 
relations committee, Miss Gretchen M. 


agency at Colum- for 1956 will total approximately $22 
bus and a new million of ordinary business, with 
agency established more than $350,000 in first year com- 
in Akron. missions paid to members of the agen- 

Samuel T. Sel- cy. Mr. Woodward is credited with 





George J. Woodward 









































































































































F Pracht, Lutheran Brotherhood, and : Jee B. Long 
W ANT AD general welfare and lodge activities He is a former 
committee, Max B. Hurt, executive newspaperman. 
vice-president of Woodmen of the 
World, Omaha. The Penn Mutual Life general agen- 
» Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per cy in Madison, Wis. and the Washing- 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested Richard B. Drake has rejoined the ton National group department have 
to make payment in advance. Mueller agency of Provident Mutual moved into offices in the new Profes- 
THE NATIONAL UNDERWRITER—LIFE EDITION Life at Indianapolis after a tour of sional building at 415 West Main 
— duty as an army officer. street. 
LIFE SALES DIRECTOR 
° For legal reserve stock company with 
Southern Opportunity Home Offices in Denver, Colorado now a 
was . ae operating in 19 states. Expansion program 
Life One of the leading Southern life in- presents a challenge to right man. 
as- SUFRRES. COMPAS HOW = its 49th Full cooperation of management—brand 
ore, year of successful operation and ap- new agents and general agents contracts 
wa, proaching the billion insurance in —unlimited number of prospects available 
the force mark is seeking the services of only to this company—up-to-date policy 
18 a well qualified person between the contracts—newest selling aids. 
ing ages of 28 and 38 to become a mem- We want a man between 35 and 50 
and ber of its Home Office Agency Staff. years of age with proven personal produc- 
ited To be considered, applicant pref- tion experience and with a successful em- 
0s erably will have had Home Office — and Sie beer Kis 
i . ompensation will be salary, commission 
31Ze Agency Department agers a and bonus. Please furnish full information 
will superventy Chpernce, comme including experience, education, age, 
with a successful production record photograph and other related information. 
at sometime in his career. Replies will be held confidential. Address 
ves An attractive starting salary com- Box R-84, c/o The National Underwriter 
'ta- mensurate with his experience and Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
the abilities will be paid the person se- 
on- ° ein 
ne- lected and there will be opportunities The positions listed below are open with a 
ar- for rapid advancement. Reply = medium sized Life company in the North- 
ew strict confidence giving personal bi- acai 
tu- ographical information and a com- 1. This position requires 3-5 years Life in- 
W. plete record of experience to Box seen Aaacanitien Webiniandy. tee Here’s a recommendation that can be your key to more 
the R-81, in care of National Under- d f I stat desirabl Z : F . joel 
a ihe : " of annual sta — si : sales in the rapidly growing senior citizens market. If your 
S , . This opening is in the Actuarial depart- i ; 
lal, ment and ole veqlures 3-8 yeors practice! prospects in the 65-80 age bracket have a real need for Life 
m, —s . : ° 
ion per nee ae well as Math major degree. Insurance based on business or tax reasons, Manufacturers 
the Should be studying for actuarial examina- at ] ji 
aaa tions. Life’s G.M.P. plan offers maximum protection for lowest 
y GENERAL COUNSEL OPPORTUNITY Pe F 2 
% de ciciliiaaataa iallilaiiadlinn anidiaeavtih These positions 9 toch be of a i dollar outlay. Shown below are sample annual premiums per 
=i SOUINESSTORH MUNI Ne= 1 ae visory nature and will in due course lea inte : 
as- more than a billion dollars of life ees te, alltetel status, 10 ven:cnn<diinn tncmenh $1,000 for G.M.P. ($25,000 minimum whole life non-par). 
nd in force is interested in a quaified man for 
2 becoming General Counsel. Will be lo- for your rewards we shall go along with 
ai cated in home office town. you. You can reply in confidence, no inves- 
wn Written replies with full details as be edu- tigation of any kind will be made unless AGE 65 70 1 80 
‘ cation and experience will be treated in a mufvalle adiesd anon ; 
its fidenti y ag rite Premium | $68.76 | $91.04 | $124.81 172.55 
on cone pe es Please reply with full details to Box R-86, $ $ $ $ 
rB . Reply Box R-87 c/o The National Underwriter Co., 175 W. 
as National Underwriter Co. Jackson Blvd., Chicago 4, Ill. BRANCH OFFICES IN THE FOLLOWING CITIES: 
oe 3 Mn meet Bivd. BALTIMORE * BOISE * CHICAGO * CINCINNATI * CLEVELAND * COLUMBUS 
va rey ee DETROIT * HARTFORD * HONOLULU * LANSING * LOS ANGELES * MIAMI 
i HOME OFFICE MINNEAPOLIS * NEWARK © PHILADELPHIA © PITTSBURGH * PORTLAND 
al UNDERWRITER SAGINAW ¢ SAN FRANCISCO ¢ SEATTLE © SPOKANE * WASHINGTON, D.C. 
iS- 
ASSISTANT ACTUARY 
eS . : - 
— peeks Pam, sen to live and grow in the Pacific Exceptional Opportunity THE 
al, We ‘ae a young man with technical knowl- Progressive company writing approximately 35 
n- edge and with executive ability. An excellent million ordinary annually needs capable male 
opportunity for an associate or advanced stu- underwriter, age 35 or under. Excellent oppor- . 
r, dent with some experience. , ity 5 | d it t iti f ‘ 
fe Salary will depend upon professional standing ew aber Eheradiirercacapuinmnda Pag amped INSURANCE i F E COMPANY 
? and experience. chief underwriter. Salary open. Write in detail 
Wite te alte = to Dean L. Smith, Vice President, Security 
Benefit Life Insurance Company, 700 Harrison 
‘ LIFE INSURANCE COMPANY | | city’ Topeka, Kansas. a 
a= Seattle 4, Washington 
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Court Fight Looms over Ruling on Welfare Funds 


(CONTINUED FROM PAGE 1) 





ance companies at a highly unfair 
competitive disadvantage. 

The life companies are taking the 
lead in plans to get Attorney-general 
Javits ruling set aside, but casualty in- 
surers have a big stake too, in the out- 
come, because of their group A&S and 
hospitalization plans. 

The basis of the insurers position is 
that the attorney-general’s ruling is 
wrong. Interested insurers have not 
yet decided on the most effective le- 
gal approach to the problem of getting 
the ~-attorney-general’s opinion set 
aside. Aside from any other that might 
be tried, there is always the possibility 
that a group of union members facing 
conversion of their benefit plan from 
insured to self-insured status, would 
be sufficiently dismayed at the pos- 
sibility of irresponsible administration 
to bring suit to have the New York at- 
torney-general’s ruling declared er- 
roneous as being in conflict with the 
law. 

As pointed out in the brief filed 
by Life Insurance Assn. of America 
and American Life Convention some 
months ago, in the minds of the hun- 
dreds of thousands of beneficiaries of 
these plans, “they have insurance cov- 
erage, with the security, the protec- 
tion against insolvency, and the capa- 
city to perform that the term ‘insur- 
ance’ today conveys.” 

Exposures in the last couple of years 
of welfare fund racketeering and lax 
management should make union mem- 
bers extremely wary of letting their 
welfare funds be subject to the pro- 
forma type of regulation that would 
exist if these funds are held not to be 
subject to the insurance laws. In his 
report to the New York insurance su- 
perintendent, special counsel Maring 
House said: 

“Comprehensive regulation is com- 
mon in situations where a fiduciary 
relationship exits. In the case of in- 
surance companies and banks, where 
the individual savings of many are 
concentrated in and controlled by a 
relatively few large institutions, the 
state has seen fit to extend its au- 
thority in the public interest. 

“The accumulation of billions of dol- 
lars in welfare and pension funds in- 
tended for the benefit of working peo- 
ple has created a comparable situation 
and a comparable need for state su- 
pervision. The beneficiaries of these 
funds are many. Their separate means 
are small. They do not have the time, 
the knowledge or the financial re- 
sources to protect themselves.” 


As against being entirely free of 
regulation, as they would be under 
the Javits opinion, jointly adminis- 


tered welfare funds would be subject 
to these safeguards if they were held 
to be insurers: 

1. They would be under the super- 
vision of the insurance superintend- 
ent. Thus, employes and dependents 
covered by the plans would enjoy the 
protection of departmental regulations. 

2. Each plan would have to have 
adequate capital and surplus and make 
a deposit with the department, there- 
by protecting employes and depend- 
ents against insolvency. 

3. Income would have to be suffi- 
cient to be sure of making payments 
promised to employes and dependents, 
self-supporting on reasonable  esti- 
mates as to mortality, morbidity, ex- 
penses and interest. 

4. Each plan would have to issue 
certificates to each insured employe 
outlining his benefits and rights as 


well as those of his dependents. These 
certificates would be subject to insur- 
ance department approval. 

5. Employes would have to be given 
a conversion privilege on life insur- 
ance coverage on termination of em- 
ployment—a particular advantage to 
older employes who may have become 
uninsurable. 

6. Aggrieved claimants would have 
access to the insurance department’s 
complaint bureau for review of their 
disputes with any plan. 

The insurance companies planning 
action on the Javits ruling do not con- 
tend that the insurance business that 
is involved should be written through 
them. But they do assert that what- 
ever organization performs this in- 
surance business should comply with 
the protective regulatory standards of 
New York. It is their opinion that the 
citizens of this state are entitled on 
the grounds of public policy to the 
same protection of their expectation of 
benefits from these plans as are the 
policyholders of insurance companies. 

In his ruling, Mr. Javits contended 
that since a welfare fund adminis- 
tered by a union alone is exempt from 
the insurance law, it follows that a 
fund jointly administered by trustees 
representing the union and the em- 
ployers should also be exempt. He 
said he also believes Article III A of 
the insurance law and Article II A of 
the Banking Law “exhibit an implicit 
awareness on the part of the legisla- 
ture that jointly administered funds 
are exempt from licensing under that 
section. Added in 1956, both articles 
deal specifically with employe welfare 
funds and their supervision by the 
state and both reveal a legislative in- 
tent to adopt a scheme of public regu- 
lation peculiar to such funds in a sense 
equivalent to that exercised over li- 
censed insurers.” 

- _ e 

Finally, Mr. Javits said, he was im- 
pressed by Superintendent Holz’s 
statement that no proceedings were 
ever taken by the insurance depart- 


ment against jointly administered 
funds that dispensed benefit pay- 
ments. 


“It is a well established rule of sta- 
tutory construction,” he said, “that the 
uniform interpretation of a staiute ov- 
er many years by those charged with 
its administration and enforcement is 
entitled to great weight particularly 
where the statute is not too plain and 
room is left for interpretation. If in- 
deed the lack of any action by the 
insurance department reflects that de- 
partment’s interpretation of section 
446 of the insurance law as embracing 
jointiy administered welfare trust 
funds, then I regard that fact as lend- 
ing compelling additional support to 
my own consideration of the problem.” 

What Mr. Javits did not comment on 
was the fact that the insurance de- 
partment’s counsel has_ consistently 
ruled against permitting jointly ad- 
ministered funds to self-insure. What 
actually happened was that most of 
these funds that wanted to self insure 
went ahead and did so without bother- 
ing to inform the department. 








MORRISON CURRY, 68, retired 
cashier of the Northern California 
agency of Mutual Benefit Life, died at 
his home in San Leandro, Cal. Prior 
to his retirement about four years ago, 
Mr. Curry was the oldest member of 
the agency staff in San Francisco in 
point of service. 
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PANEL ON TOMORROW’S LEADERS: Participants in the panel discussion 
on “Where Will Tomorrew’s Leaders Come From?” at the annual meeting of 
Life Insurance Assn. of America in New York are, left to right, Thomas A. Brad- 


shaw, president Provident Mutual Life; 


Roy E. Larsen, president of Time Inc.; 


Lyman Bryson, counselor on public affairs of Columbia Broadcasting System; 
Walter H. Wheeler Jr., president Pitney-Bowes, Inc., and Horace W. Brower, 


president Occidental Life of California. 


Crystal-Gazing, Nostalgia 
at LIA 50th Anniversary 


(CONTINUED FROM PAGE 1) 
Bowes, Inc. Moderator was Lyman 
Bryson, Columbia Broadcasting Sys- 
tem’s counselor on public affairs and 
for many years a professor at Teachers 
College, Columbia university who did 
a deft and witty job of keeping things 
lively and well-coordinated. 

Mr. Brower, the opening speaker, 
said managers and junior officers 
should be regarded as a pool from 
which senior executive material may 
be drawn and if this isn’t the case, it 
might well indicate defects in educa- 
tional or training methods being used. 
He said that the man who has passed 
the usual screening should be watched 
for additional qualities such as knowl- 
edge of job and the company as a 
whole, being a good speaker and list- 
ener, ability to impart knowledge to 
others, ability to organize and perform 
work with a minimum of errors, a good 
memory, flexibility, emotional sta- 
bility, good health, interest and liking 
for supervisory work, good morals and 
personal habits, and—very important 
—ability to get along with people. 

Mr. Bradshaw said that if he were 
picking a young potential leader he’d 
look for a man who thinks beyond his 
job, who has an awareness of the im- 
plications of his work, particularly 
with regard to public relations. He 
should have the technical ability he 
needs in his job, of course, but in ad- 
dition Mr. Bradshaw would want him 
to participate in civic and charitable 
work, to take an intelligent and active 
interest in politics though not neces- 
sarily to the extent of running for of- 
fice. He would be aware of his proper 
role in participating in the solving of 
public problems. 

There is a lot of kidding about com- 
mittee work, said Mr. Bradshaw, but 
he believes in committee work when 
looking at young potential leaders, as 
it gives an opportunity to see how they 
cperate in such surroundings. 

In summing up, Mr. Bryson said 
that if the insurance business differs 
in any way from other businesses, it 
is apparently in making:greater claims 
on the moral qualities of its leaders. 

Other talks at the 50th anniversary 
meeting that have not already been 
covered will be reported in next 
week’s issue. 








HOMER O. WHITE, 66, associate 
actuary of Fidelity Mutual Life since 
1944, died after a long illness. He had 
been with the company since 1920 and 
was active in Life Office Manage- 
ment Assn. 








Phoenix Mutual Names 


Stone Executive V-P; 
Promotes Steffanson 


Phoenix Mutual Life has elected 
Lyndes B. Stone executive vice-presi- 
dent and named B. 
B. Steffanson an 
administrative of- 
ficer with the title 
of underwriting 
secretary. 

Charles J. Lyon, 
president, treasur- 
er and trustee of 
Society for Sav- 
ings, a Hartford 
bank, has_ been 
elected to the 
board. 

Mr. Stone, in 
charge of investment operations for the 
past two years, joined the legal depart- 
ment in 1931. He became head of the 
mortgage loan division, advancing to 
secretary and later to vice-president. 
He was elected a director earlier this 
year. 

Mr. Steffanson joined the actuarial 
department in 1925. He entered the 
underwriting division four years later 
and was named manager in 1955. 





L. B. Stone 





Efforts to Buy NW Nat'l. 


Stock Continue, but Slower 
(CONTINUED FROM PAGE 1) 
court to determine whether Dallas 
Union Securities and Life Insurance 
Investors is entitled to Northwestern 
stockholder lists. Great Southern’s of- 
fer to buy Northwestern stock expires 
Dec. 21, but it is understood this offer 

may be extended to Jan 18. 

In a hearing in district court on 
speeding up the case, John C. Benson, 
attorney for Northwestern National, 
said the company needs time to pre- 
pare its case and must have an op- 
portunity to examine persons connect- 
ed with Life Insurance Investors and 
Nationwide Corp., an investment sub- 
sidiary of Nationwide Mutual (the 
casualty insurer.) Northwestern has 
charged in court that these two com- 
panies are affiliated in an effort to 
get control of Northwestern National. 
Life Insurance Investors have denied 
this. 

The battle for control and offers 
and counter-offers for stock of North- 
western is expected to continue until 
just before the annual stockholders’ 
meeting of Northwestern which is set 
for Jan. 28. 





Indianapolis Life has entered Ken- 
tucky, its 13th state. 














XUM 


956 


n- 

















THE GROUP PRODUCER's 


Groups of as few as 
25 Employees 
Can secure ag much as 


5 40,000.00: 
per individual, through 
Pilot Life’s 
Special “20-40” 

Group Life Plan 
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GET THE FACTS! 


A BREAK 








GROUP PROSPECTS 





GIVE YOUR 





For quick, efficient, friendly attention and 
service on your group business—for this sen- 
sationally new coverage or for any other 
basic group coverages—we invite you to con- 
tact Pilots GROUP DIVISION / BOX P / 
GREENSBORO, N. C. 
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PILOT TO PROTECTION FOR OVER FIFTY 
YEARS / 0. F. STAFFORD, PRESIDENT « 
GREENSBORO, NORTH CAROLINA 
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American United Life’s representatives are “going 
places,” because American United is a “growth” 
company: all its machinery is geared to making 
successful field underwriters. 

Aggressive in its attitude, progressive in its think- 
ing, American United keeps open the channels of 
communication between the field force and the 
Home Office. Competitive contracts, practical sales 
tools, and a complete line of merchandise make 
American United Life’s men strong, resourceful and 
successful. 





AMERICAN UNITED LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 





ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS * LIFE INCOME * LOW NET 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
* PENSION TRUSTS * MAJOR MEDICAL * NON-CAN DISABILITY * SPECIAL- 
ISTS IN THE FIELDS OF SUBSTANDARD UNDERWRITING AND REINSURANCE. 
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Gust thought you would like to know... 


Right on the heels of last year's 60% increase in Life Insurance sales over the 
previous year, we are having another record breaker this year. One reason: 
Everyone wants to attend the GOLDEN ANNIVERSARY JUBILEE to be held 
September 4, 5, 6, 1957 at the Edgewater Beach Hotel. 
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Life Insurance « Complete line of Accident & Health Contracts 











"SOMETIMES this business of making a living is like 
a merry-go-round. A dizzy, daily whirl-- 
especially for the salesman who stumbles into 
the field without the training it takes to 
develop sound selling techniques. I know guys 
like that. 


"BUT NOT IN MY COMPANY. The Union Central under- 
writer goes through just about the most 
thorough training program in the business. 
Take me, for instance. I was drilled in every 
phase of life insurance selling. Not by theory 
alone, but application. Even in routine func-— 
tions like making telephone appointments. I 
learned by movies, manuals and recorded inter-— 
views, by regular sales meetings and conven—- 
tions. I learned in the field, too, with an 
experienced underwriter to guide me. 


"AND THANKS to Union Central's advanced training 
program, I had an opportunity to earn a 
professional degree from the American College 
of Life Underwriters. Didn't cost me a penny. 
I've learned a lot, but most important, I've 
learned there's only one best answer to any 
one life insurance problem. That's why my 
company supplies me with a complete line of 
policies issued from birth to age 70 to meet 
every human need." 


THOROUGH, EFFECTIVE TRAINING is just one of many major career 
advantages provided by The Union Central Life Insurance Com- 
pany. Others include: choice of job location; liberal retirement 
and pension plans; company stability and national reputation; 
unlimited opportunities for advancement, in sales, management, 
administration. In addition, The Union Central actively supports 
its men in the field with scientific prospecting procedures, a wide 
variety of sales presentations to fit every type market, and 
research-tested promotional material. So if you’re interested in 
a career with so much to offer, drop us a line and we'll be glad 
to arrange an interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
One of America’s great companies—with over 
two billion dollars of life insurance in force! 


@ This ad is designed to be of service to young men contemplating a career in life insurance. 





